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CHANGE WILL ISSUE 
RATE RULE MANUAL 


Dfficers Recognize Need for Publishing 
Rates—Data in Preparation for 
Many Years 
WILL FIRST INVITE CRITICISM 
i ‘o Be Issued in Bulletins, a Few Titles 
at a Time—Manager Robb’s 
Statement 


The officers of the New York Fire 
urance Exchange have decided to 
ppare and publish for general use 

e rating rules of the Exchange. In 

preliminary announcement to mem- 

prs Manager Willis O. Robb says that 
the necessity of doing this has been 

Tecognized by the executive and rate 

; fommittees for many years and as a 

latter of fact this work has been under 

y for the past two years. The in- 

ance department also urged the Ex- 

hange to this step. 

The task proved to be one full of 

difficulties but at the present time sev- 

hundred pages of typewritten ma- 
terial have been prepared. It is 

Planned to bring out the rules in bul- 

Metins, several titles at a time. 

»| Brokers, schedule men and others, 

48 well as members, are invited to criti- 

tise the material with a view to fur- 

ther revision before publishing in man- 

' form. 

i How Rules Will Be Issued 

»'In his announcement to Exchange 

members Manager Robb says: 

“For several years the necessity of 
eparing and publishing, or putting 
form for general use, the rating 
es of the New York Fire Insurance 

m mxchange has been recognized by the 

Mxecutive and Rate Committees, the 

Members of the Exchange staff, and 

Exchange members and brokers in gen- 

bs The insurance department of 

the State has also urged upon the Ex- 
nge the prompt performance of this 
sk. As a matter of fact, this work 

s been under way for a year or two, 

i several hundred pages of type- 

tten material prepared. The diffi- 

eulties in the way of bringing this ma- 
al into condition fit for publication 
ve been unexpectedly great. 

> “It now seems best to publish it in 

Mistalments in bulletin form, a few 

uuies at a time, in order to obtain criti- 

cisms from brokers and Exchange mem- 

ers which can be availed of for a 

mirther revision before publication in 
Mphlet or book form, and also in 

der to put into the hands of members 

i id brokers any completed results of 

(Continued on page 12.) 
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THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


An agent who delivers the best indemnity in the 
market, at the same price as other kinds not so 
sure in event of calamity, is in a position to 
attract, retain, and increase the business of his 


ofice. THINK IT OVER. 














North British 


Entered United States 


Established 1809 


and Mercantile 


1866 





Insurance Co. 


Policyholders protected by nearly $9,000,000 United 
States assets, with further guarantee in every policy, 
of protection by entire fire assets of the com- 

pany which are many times larger. 











Great Southern Life Insurance Company 


J. S. RIC 


HOUSTON, TEXAS. 


Chairman of the 


Board. sm. 


J. T. SCOTT, 


BIG 
TEXAS GREAT JM souTHeaN 


Treasurer. co 


The 
Leading 
Texas 
Company 





Largest 
Amount 
Of 


Insurance 





WRITING THE LARGEST AMOUNT OF INSURANCE IN 
TEXAS OF ANY COMPANY OPERATING IN THE STATE. 


For Agency Contracts Address 0. S. CARLTON, President 








INDICTED EDITOR T0 
BE EXAMINED TO-DAY 


J. F. Mateon Tried to Extort $2,500 
From President Ayres, Northern 
Assurance, Detroit 
CLEVERLY TRAPPED IN HOTEL 
Had Published Series of Scurrilous 
Articles—Demanded Money for 
His Silence 


editor of Matson’s 
Monthly, published in Indianapolis 
with the apparent purpose of throwing 
a cash-controlled searchlight on insur- 
ance men and insurance affairs, is in a 
Detroit jail wondering what will hap- 
pen to him when he is examined to- 
day charged with attempting to black- 
mail Clarence L. Ayres, president of 
the Northern Assurance Company of 
Detroit. 
William J. Burns’ detective 
he is under one indictment for libel 


J. F. Matson, 


Caught with the goods by 
methods, 


and another for attempted extortion 
and blackmail. 
Runs Monthly Paper 

It was one of the most barefaced at- 
tempts at blackmail in the history of 
the insurance business. Matson, who 
is gray-haired, sixty years of age and 
something of a statistician, established 
his monthly paper in Indianapolis sev- 
eral years ago. 

Recently he caused considerable in- 
dignation by printing personal attacks 
on the life of President Ayres and 
others. He came to Detroit, met Mr. 
Ayres in a hotel room and demanded 
$2,500 for silence. The president of 
the Northern Assurance Company de- 
cided not only that he wouldn't be bull- 
dozed and blackmailed, but also that he 
would make an example of Matson. 
His plan of action is outlined in the 
following statement, which he made 
after Matson’s arrest: 

Statement of President Ayres 

“Myself and associates in the board 
of directors of this Company, as trus- 
tees for hundreds of thousands of dol 
lars of trust funds, quite naturally 
could not afford to submit the Company 
or ourselves to the recurring demands 
of such as Matson. Mr. Matson has on 
occasions in the past tried to extort 
money under the guise of patronage 
and otherwise, and when we refused 
to have anything to do with him, he 
carried out a veiled threat of publish- 
ing some scurrilous matter in relation 
to some members of my family, and in 
a garbled statement of untruths, in- 
cluded myself therein. He also pub- 
lished a garbled statement of the finan- 
cial affairs of this Company. I have 
this morning entered complaint in two 
indictments against him, one for extor- 
tion and blackmail, and the other for 
libel in connection with the publica- 
tion of these malicious and untrue 
statements. 

“It has been generally rumored in in- 
surance circles for years that some 
company officials were afraid of Mat- 
son. Our board of directors took the 


(Continued on page 5.) 
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PAY CLAIMS ON SUNDAY A POLICY eu YEARS ‘es amt OS Sc Pw Se eee 
sre cova tote “st te Ea tak" | AMERICAN CENTRAL LIFE 


Life Companies Take Unusual Steps to 
Relieve Distress—Mostly Indus- 
trial Policies Involved 


(Special to The Eastern Underwriter) 

Chicago, July 28.—The principal loss 
to the life insurance companies in the 
tragedy, following the turning over of 
the steamer “Eastland” in the Chicago 
River, was sustained by companies writ- 
ing industrial insurance. The boat was 
jammed to the rails with employes of 
the Western Electric Co., and their 
families. About 1,500 lives were lost, 
all in a period of three minutes. 

The Metropolitan Life ran large ads. 
in daily papers, extending sympathy to 
the suffering, and announcing that the 
company would adjust losses without 
delay. It was also stated that all death 
claims presented on Sunday were paid. 

The Royal Life also advertised, tak- 
ing large space, and advising the public 
that the company’s offices will remain 
open until 8 o’clock every night this 
week for the immediate adjustment of 
losses. Both companies’ published 
names and addresses of their Chicago 
superintendents, with telephone num- 
bers, so that there will be no delay in 
filing of claims. 

It was quick work that was greatly 
appreciated. 

The Prudential wired their different 
offices in Chicago, having nine agencies 
there, authorizing the superintendents 
to pay all claims immediately without 
securing a coroner’s certificate where 
the identity had been established and 
to complete the papers after getting 
the coroner's certificate. The Pruden- 
tial received a telegram from one office 
stating that they had already received 
65 claims 

Officials of the Western Electric Co. 
in New York City have made no at- 
tempt to compute the probable amount 
of claims on the company’s insurance 
benefit fund as the data is insufficient 
to arrive at any satisfactory conclusion. 
The official figures up to last night were 
that 342 of the employes were drowned 
and 460 were missing. If this entire 
number proved to be lost it would 
still be impossible to arrive at an ac- 
curate conclusion because the amount 
of the claims would depend on the 
length of service and it will be some 
time before this is figured out. The 
conditions of the Employes Benefit 
Fund are as follows: 

If employe’s term of employment has 
been 5 to 10 years, six months’ wages. 
If employes’ term of employment has 
been 10 years or moré; one year’s 
wages. The maximum death benefit in 
such case shall be $2,000. 

It is understood that ‘the North Amer- 
ican Accident of Chicago will have 
claims amounting to probably $15,000 
as a result of the “Eastland” disaster. 
These are believed to be about equally 
divided between industrial and com- 
mercial policies. 








What is believed to be the oldest 
life insurance policy in.force in the 
United States is held by David W. 
Cheever of Boston, and was issued by 
the New England Mutual Life. This 
policy was issued to Mr. Cheever July 
30, 1845, and accordingly is seventy 
years old this week. The assured was 
then 14 years old. 

The history of the policy is interest- 
ing. During the seventy years 25 per- 
miums were paid, totaling $962. The 
premium was $37 and the face $2,500. 
It was made fully paid in 1870 by the 
payment of $430, making the gross 
cost $1,392. The returns of surplus up 
to the present year have amounted to 
$1,222, which makes the net cost of 
seventy years insurance just $170. In 
addition to this remarkable exhibit, the 
policy has a cash surrender value of 
$2,118.95. Naturally Mr. Cheever is 
very enthusiastic about his policy in 
the New England Mutual Life, and he 
writes a fine tribute to the Company. 





WIDE SERVICE OF INSURANCE 





London Prudential Aids British Gov- 
ernment in Raising War Loan— 
Like Metropolitan’s Work Here 

When the British Government invited 
subscription to its great war loan re- 
cently, the Prudential of London offered 
the services of its great organization 
in assisting in securing subscriptions. 
The 20,000 representatives of the com- 
pany, many of whom are in the remot- 
est parts of the Kingdom, are being 
provided with these vouchers, which 
they will offer at the doors of the gen- 
eral public. In addition, each of the 200 
district offices will be a center for in- 
vestors in War Loan. Representatives 
of the company when paying over 
claims will point out to the recipients 
the desirability of making a suitable 
investment, and that none could pos- 
sibly be more attractive than the pres- 
ent Government War Loan. 

This is similar to the excellent serv- 
ice rendered by the Metropolitan Life 
in gathering for the United States 
Government statistics on unemploy- 
ment. Both instances demonstrate 
most strikingly the wide service of 
insurance. 





NEW ST. LOUIS GENERAL AGENT 

The New England Mutual Life has 
appointed as general agent at St. Louis, 
William King, who for the past five 
years has been prominent in the west- 
ern city in life insurance circles and 
a very successful life underwriter. Mr. 
King, who is only 27 years old, is vice- 
president of the St. Louis Life Under- 
writers Association, and chairman of 
the 1916 Convention Committee. H. E. 
Hayward, who has represented - the 
New England Mutual Life at St. Louis, 
will continue as general agent, having 
offices with Mr. King. 


Insurance Company 
INDIANAPOLIS, INDIANA 


Established 1899 


All agency contracts direct with the company 





Address: 
HERBERT M. WOOLLEN, President 











Pan-American Life Insurance Company 
New Orleans, Louisiana 
C. H. ELLIS, President 


Total Insurance in force .......... ap $18,000,000.00 
SO ee rs | oe) A Oe ee 2,500,000.00 





We have a few attractive openings for high class life insurance men throughout 
our territory. 
If interested, write for full particulars, also ask for a description of our New 
Double Indemnity and Accident Benefit Policy. It’s a Winner. 
E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Bank Building 
New Orleans, Louisiana 














WANTED 


A man who knows he can 
make good in organizing an 
agency for a big company in 
a city embracing a population 
of 1,000,000. A salaried con- 
tract will be made and the 
applicant chosen will be 
brought into direct touch with 
Home Office with opportuni- 
ties for advancement. Only 
men of experietice and who 
can prove ability need apply. 


You Wish To Be Paid Well 


for your efforts. Producers receive 

liberal compensation under the 

Direct Agency Contract 
OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 
Several pieces of excellent terri- 








tory, with exclusive rights, open Territory in Pennsylvania. 
for men of character and ability. Addréss 
For particulars address “ORGANIZER” 
Care of THE EASTERN 
THE MANHATTAN LIFE are of THE BAST 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 


105 William Street 
New York City 





























MANIA LIFE’ 


ANOTHER NOTABLE YEAR! 


re GERMANIA LIFE INSURANCE 


OF NEW YORK 
IN "ITS FIFTY-FIFTH YEAR 
PASSED THE $50,000,000 MARK IN ASSETS AND THE $150,000,000 MARK IN INSURANCE IN FORCE—(PAID-FOR BASIS). 


Assets (January 1, 1915) ...... ccc cce cece cece cece eee + + $90,874,700.88 
FO Pane eee” 


Guarantee and Dividend Funds .....................+-$ 6,415,648.50 


Efficient mana nee owt attractive and liberal policies and unusually desirable general agency contracts all help to make the GER- 
owth normal and certain. 


We have a few desirable openings for men of high standard. Address for a direct contract connection: 
HOME OFFICE, 50 Union Square, 


COMPANY 





NEW YORK, N. Y. 





| 
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NOTABLE SERVICE WITH 
AETNA LIFE INSURANCE CO. 


FOUR OFFICIALS PASS FORTY-SEVEN YEAR MARK 


Vice-President Joel L. English — Actuary Howell W. St. John — Secretary 
C. E. Gilbert—And Associate Actuary Max H. Peiler, Prominent 
Figures in Growth and Development of this Popular Company 


Forty-seven years and over of ser- 
yice. Forty-seven years and over of 
service with one institution. Whole 
pusiness careers spent in pursuit of 
success—success with honor—honor to 
themselves—to the business they repre- 
sent—to the interests with which they 
are connected—to the State which gave 
corporate existence to the company 
pany continuing without interruption 





JOEL L. ENGLISH, 
Vice-Pres., Aetna Life Insurance Co. 


they serve—and to the policyholders 
who have made possible, and will con- | 
tinue to make possible the growth of | 


the Company they are identified with, is 

worthy of more than passing note. 
The Aetna Life Insurance Company 

stands unique as an insurance institu- 





CHARLES E. GILBERT, 
Secretary, Aetna Life Insurance Co. 
tion in that it has in its official family 
four men who have served the Com- 
pany faithfully for more than forty- 
seven years. It speaks well for the se- 


lection of material with which to build 
so prominent an institution, and, if 
ever a substantial answer were need- 
ed, as to what, more than any other 
thing was responsible for Aetna Life 
success, the Company could with par- 
donable pride point to the continuity 
of service and ability of its officers and 
employes. 

Could a more fitting tribute be paid 
to the organizer of the Aetna Life, 
Eliphalet Adams Bulkeley, than that he 
possessed the breadth of vision to look 
down through the years which would 
come after his passing on, and see the 
qualities requisite and necessary in the 
men selected to carry on to completion 
the work he so successfully began. 
It is a living monument to his judgement 
and to their ability to find the associ- 
ates with whom he surrounded himself 
still at the helm justifying by able ser- 
vice their selection. 

A further tribute to the ability of 
this quartette of Aetna Life officials is 
seen in the action of Morgan G. Bulke- 





HOWELL W. ST. JOHN, 
Actuary, Aetna Life Insurance Co. 


ley the present president of the Com- 
the construction platform and policy 
vouched for by his father, and watch 
with wonderment the Company’s prog- 
ress. President Bulkeley loses no op- 
portunity to speak of the unfaltering 
fidelity and tireless energy of his col- 
le>gues. 


Still further endorsement of the man- 
agerial qualities possessed by the sub- 
jects of this sketch can be found in the 
fact that they have been able to meet 
all the changing conditions coming into 
the business without any apparent 
r:pple on the surface. This is real ser- 
vice, the kind of service worth while, 
the kind of service which spells suc- 
cess and in this case, Aetna Life suc- 
cess. 


Joel L. English, vice-president of the 
Aetna Life, was born in Woodstock, 
Vermont, October 1, 1842. He entered 
the services of the Aetna Life in 1867, 
in the capacity of a clerk. His entire 
business life has been passed with the 
Company. He was appointed secretary 


of the Aetna Life in February, 1872, 
and advanced to the vice-presidency in 
February, 1905. Mr. English has con- 
stantly devoted himself to matters per- 
taining to the development of the Aetna 
Life, allowing nothing from the outside 
to interfere with his duties as an ex- 
ecutive. There has been very little 
publicity attached to the activities of 
Mr. English, who, in keeping with his 
Connecticut Yankee training, is a firm 
believer in the true ring of deeds done 
as against the reverberating sound of 
empty words. 





Howell W. St. John, actuary of the 
Aetna Life, was born at Newport, R. 
I, in April, 1834, and was educated at 
Yale. He became actuary of the Aetna 
Life in October, 1867. He is one of the 





MAX. H. PEILER, 


Associate Actuary, Aetna Life 
Insurance Co. 


charter members of the Actuarial So- 
ciety of America, and was president of 
that body in 1893 and 1894. He is a 
corresponding member of the Institute 
of French Actuaries, and a member of 
the American Mathematical Society. 
He is also a member of the American 
Statistical Society. Mr. St. John has 
contributed from time to time to the 
“Transactions” of the Actuarial Soci- 
ety of America, one of his articles in 
1893 being a translation of an article 
by Leon Marie on Mortality Surfaces, 
one in 1897 being a review of Meech’'s 
Life Table, one in 1898 being upon 
“Bimetallism” and one in 1899 being on 
the “Interest Rate.” A contribution by 
him to the International Congress of 
Actuaries in Brussels in 1895 was en- 
titled “Intervention of the Legislator 
to Permit or Assume the Supervision 
of the Operation of Life Insurance 
Companies.” 

Charles E. Gilbert, secretary of the 
Aetna Life, was born in Wallingford, 
Conn., November 8, 1836, and was edu- 
cated in public and private schools. He 
entered the services of the Aetna Life 
in August, 1868, and has served the 
Company as bookkeeper, cashier, assist- 
ant secretary and secretary. He was 
elected to the last named position in 
February, 1905. 


Maximilian H. Peiler, associate actu 
ary of the Aetna Life, was born neai 
Berlin, Germany, February 11, 1850. He 
was educated in colleges at Lissa and 
Freenwalde. He came to New York in 
April, 1868, in search of some school 
mates, and entered the employ of Wil- 
liam Scheffler, consulting actuary. He 
entered the services of the Aetna Life 
in 1869 in the actuarial department. 
About 14 years ago he was appointed 
assistant actuary, and 7 years ago was 
appointed associate actuary, which 
position he now occupies. 


HANDLING APPLICATIONS 


SAVE TIME AND ANNOYANCE 





Letters on Subject From General 
Agent Wilson Williams To His 
Sub-Agents 





In a letter to his agents Wilson Wil- 
liams, General Agent of the New Eng 
land Mutual at New Orleans discussed 
the important subject of “Filling Out 
Applications.” The letter was in the 
nature of instructions, and is good ma 
terial to other general 
agents. Mr. Williams says the idea was 
suggested by troubles experienced in 
handling applications, which if 
erly done saves not only 
noyance but desirable time, 
which are big factors in looking to 
efficient service. The letter follows: 

Filling Out Applications 

Write plainly without abbreviations 

Have applicant sign name in full. 

Occupation should be stated specif- 
ically and character of the business 
made clear. 

Question ending, “Except as follows” 
should be answered, “No Exceptions” 
if there are none. 

Don’t leave any question unanswered 
A check or ditto mark is no answer 

See that age given figures the correct 
result from date of birth. 

Beneficiary’s name, if wife or mother, 
should be given as her full Christian 
and middle name prefixed to husband's 
surname, 

If beneficiary is given as estate right 
to change is necessarily reserved. 
asp toa given has no blood re 


pass on to 


prop- 
useless an- 
both of 


lafenship to applicant, business or cred- 
it interest must be clearly stated 

4@ beneficiary is given as corporation 
a t@pecial commercial form application 
sliould be used. 

Applicants who have been previously 
rejected or postponed should not be 
examined until preliminary form of ap 
plication is first submitted and com 
pany’s consent to regular examination 
»btained. 

Examine completed application care 
fully for omissions or inaccuracies be- 
fore forwarding it to this office 

Delays and consequent danger to the 
business written are saved by careful 
observance of the foregoing 


BENEFICIARIES 





How Conditions Have Changed in Con- 
struction of insurable Interest— 
Broader Interpretations 


There is a line of development in 
insurance contracts which has had a 
far-reaching effect, and that relates to 
the designation of beneficiaries, says 
the Equitable Life of Iowa. Formerly, 
it was a general rule, supported by 
court decisions, that in every case when 
an insured named a person as benefic- 
iary such beneficiary thereby acquired 
a vested interest which was not 
subject to the control of the in 
sured. These conditions oftentimes 
oceasioned serious difficulties, and 
to correct them, there has finally de 
veloped the present policy forms, under 
which the insured may name a benefic 
iary and reserve to himself the right to 
change the beneficiary, when he so de 
sires, without the consent of the benefic 
iary, and such designations have now 
been recognized by the courts of vari 
ous States as valid. 

There has, of course, always been 
the requirement that a beneficiary must 
have an insurable interest in the life of 
the insured; but even in this require- 
ment there has been a growing liber- 
ality in the construction of what con- 
stitutes an “insurable interest.” The 
courts of one State have gone so far as 
to hold that the insured has a right to 
name any person as beneficiary, re 
gardiess of relationship or definite 
pecuniary interest in the life of the in- 
sured when the insured himself pays 
the premiums. 
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COMPANY OPERATIONS IN 1914 FEDERATION EXECUTIVES PLANS — 
ints C 
GAIN $219,476,410 IN ASSETS On praleninete te took ec mang GOOD SERVICE 





Admitted Assets Total Over Four and 
a Half Billions—IiIncome Gains— 
Report Commends Business 





The report of the New York State 
Insurance Department covering the 
operations of the life insurance com- 
panies during 1914, issued as Part 11 
of the annual report, which was made 
public this week, shows substantial in- 
creases over the business of the previ- 
ous year. 

At the close of business for the year, 
the life companies were possessed of 
$4,636,774,621 of admitted assets; an 
increase of $219,476,410 over 1913. The 
Mabilities, excluding gross surplus and 
special funds of $272,457,473, were 
$4,364,317,147; an increase of $203,- 
955,160 over the previous year. 

The total income was $874,360,605; 
an increase of $34,063,163. The amount 
of premiums received was $653,920,893, 
or $25,270,682 more than in 1913. The 
companies disbursed in 1914 $644,316,- 
757, being $48,318,516 more than in 
1913; of that amount $480,716,511 was 
paid to policyholders, while the cost 
of management (including sharehold- 
ers’ dividends) was $163,600,246. 

There were 1,012,957 “ordinary” poli- 
cies issued and paid for during 1914, 
with insurance of $1,826,691,741. Com- 
pared with 1913, there was a decrease 
of 2,110 in the number of policies writ- 
ten, revived, etc., and of $29,773,240 in 
the amount of insurance. There were 
50,676 more policies terminated in 1914 
than in 1913 and $119,182,488 more in- 
surance. 

Business Reaches Big Figures 

The total number of “ordinary” poli- 
cies in force, on December 31, 1914, 
was 7,849,680 insuring $14,933,150,899; 
a net increase of 397,526 policies, and 
of $628,512,107 in insurance. The 
amount of “industrial” insurance in 
force was $3,844,405,749, being an in- 
crease of $187,802,631; making a total 
increase, for both classes of business, 
of $816,314,738. 

The business in force in the State of 
New York at the end of 1914, and 
transacted therein during that year by 
all life insurance companies of this 
and other States, including both “ordi- 
nary” and “industrial” insurance, was 
as follows: Policies in force 7,168,445 
insuring $3,227,977,980; policies issued 
1,171,710 insuring $455,359,133, an in- 
crease, in insurance in force, of $161,- 
312,582, and, in insurance written and 
paid for in 1914, of $12,842,386. 

The following comparative figures 
show the sources and amounts of in- 
creases and decreases, in the unas- 
signed funds (surplus), of the compa- 
nies for 1913 and 1914: 


1913 1914 
Gain from loading . «$17,144,675 $15,919,071 
Gain from mortality . 46,887,305 49,461,112 
Gain from surrendered and 

lapsed policies ........... 13,497,365 16,546,757 
Gain from interes anc 

rents, less amount. re 

required to maintain re- 

BOEVR  ccvccccessecccescccses 68,183,546 72,569,321 
Gain from annuities ...... 93,013 —419,495 
Loss from investments.... 12,613,730 Beis 
Loss from dividends to po 

icyholders including net 

increase or decrease in 

dividend funds  appor- 

tioned and unappor- 

ON Re re or ee 99,177,123 102,210,031 
Loss from miscellaneous 

SOUTCES «2 -eeseeerecesecers 19,425,743 27,815,842 


eee - 14,589,398 —4,265,985 

The total receipts of the Department 
for the fiscal year ended September 30, 
1914, were $839,684.33; the total ex- 
penditures were $441,371.64, an excess 
of receipts over expenditures, covered 
into the State Treasury, of $398,312.69. 

The par value of the securities held 
on deposit by the Department on De- 
cember 31, 1914, belonging to the va- 
rious insurance companies required by 
law to make such deposits, was $41,- 
090,612.65. 

“The most noteworthy occurrence in 
the insurance world during the past 
year,” says the report, “was the mutu- 
alization of the Metropolitan Life In- 


Total gain 





at Detroit Next Month 





Recommendations drawn up by the 
National Council of Insurance Federa- 
tion Executives, a meeting of which 
was adjourned at Chicago on May 26 to 
re-convene in Detroit in collaboration 
with the conventions of the National 
Association of Casualty and Surety 
Agents and the International Associa- 
tion of Casualty and Surety Underwrit- 
ers from August 24-27, will be brought 
up for action at the combined sessions 
of the three organizations. 

In the meantime, Chairman Diggs of 
the National Council has appointed the 
following committees: 

Standardization committee: Fred L. 
Gray, Minneapolis, chairman, represent- 
ing casualty interests; C. J. Kehoe, St. 
Louis, representing fire insurance inter- 
ests; Russel T. Byers, Indianapolis, rep- 
resenting life insurance interests; Mark 
T. McKee, Detroit, representing frater- 
nal interests. 

Extension committee: Geo. D. Webb, 
Chicago, chairman, representing casu- 
alty interests; J. K. Livingston, De- 
troit, representing fire insurance inter- 
ests; Senator Jameson, Des Moines, rep- 
resenting life insurance interests. Mr. 
Webb, the chairman, is a member of the 
firm of Conklin, Price & Webb, large 
Chicago casualty agents, while Mr. 
Livingston is president of the Insurance 
Federation of Michigan and former 
president of the Michigan State Fire 
Agents’ Organization. Senator Jameson 
is president of the Western Life Insur- 
ance Company of Des Moines. 





surance Company of New York and the 
Prudential Insurance Company of 
America of New Jersey, two of the 
largest life companies of the country, 
taking them by this means out of the 
joint-stock field and vesting the owner- 
ship of the $800,000,000 or more of as- 
sets and the control of the companies 
themselves in the policyholders. In 
connection with this matter it may be 
well to state that there is still a small 
fraction of the stock of the Prudential 
(about five per cent.) that has not yet 
been presented for liquidation. How- 
ever, to all intents and purposes the 
Prudential is now a mutual company. 
The above transactions are indeed fine 
examples and endorsements of the 
soundness of the principle of mutuality 
and its desirability as applied to life 
insurance. Of its value from an eco- 
nomic standpoint there can be no pos- 
sible question. If a mutualization of 
the Equitable Life Assurance Society 
of the United States could be accom- 
plished without a serious depletion of 
the surplus it would be a distinct 
achievement and would thus place 
another great corporation with assets 
of more than $500,000,000 under the 
entire control of its membership. 

“The business of 1914 as a whole, 
taking into consideration the deplor- 
able state of affairs in Europe and the 
somewhat unfavorable business condi- 
tions of the past year in this country, 
shows that the solidity and well being 
of the life companies reporting to this 
Department cannot be unfavorably af- 
fected in a great degree even by such 
extraordinary contingencies as the Eu- 
ropean war presents. It has grown 
much too stable for that, and, except 
perhaps in the event of some world- 
wide and long continued financial panic 
or disaster,’ will without doubt continue 
to show the usua! satisfactory results 
at the close of each succeeding year. 
It is not too much to say that the pres- 
ent highly efficient, careful and conser- 
vative management of the companies 
as a whole is not exceeded by that of 
any other class of corporations doing 
business in this country or probably for 
that matter in the world.” 





Chattanooga and St. Louis are pre- 
paring to make a fight to secure the 
1916 convention of the National Asso- 
ciation of Life Underwriters. 





is the foundation upon. which to erect a successful business. 


Brief, liberal, clearly expressed policies, with guaranteed 
low cost, are serviceable alike to policy holders and agents. 


Specimens of Life, Accident or Health policies cheer- 
fully furnished. 


For Agencies Address 
The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 








Pensions for Individuals 
Pensions for Superannuated Em- 
ployees of Business Institutions 


Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit- 
ful, rapidly growing field 


The Pension 
Mutual Life Insurance Company 
' PITTSBURGH, PA. 











The Man Who Now Contracts With 
a medium sized, well established, PROSPEROUS, WESTERN, old 
line mutual life company in IOWA, NEBRASKA or KANSAS where 
PROSPERITY REIGNS, will PROFIT NOW and inthe FUTURE. 
Maximum Brokerage and Renewal 
: Contracts for Desirable Men : 


Write for information Correspondence confidential 


Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 








A PENN MUTUAL PREMIUM, less a PENN M 

DIVIDEND, purchasing a PENN MUTUAL POLICY, sow 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS 
is unsurpassed for net low cost and care of interests of 
all members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
reserve 











Royal Life Insurance Company 


ALFRED CLOVER, President 
Industrial and Ordinary Policies 


Special confidential contracts for Superi tendents, Assistant 
Sup-rintendents and Agents in Inciana, Illinois, 
fowa, Kansas, Kentucky, Michigan, Min- 
nesota, Ohio, and Wisconsin 





Now Organizing a Health and Accident Department 


Head Office 
108 S. La Salle Street, Chicago 
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NORTHWESTERN MEN CONVENE 


ATKINSON HEADS AGENTS’ ASS’N. 








President Markham Says We’re “Over 
the Hill”—Prizes for Personal 
Production—New Officers 





The field representatives of the 
Northwestern Mutual Life who attend- 
ed the 39th annual convention of the 
Association of Agents held at the home 
office last week, have returned to their 
work with increased confidence in the 
out'ook for future business. The meet- 
was declared one of the best in 


ing 

the history of the association. Par- 
ticular interest was shown in Presi- 
den! George C. Markham’s address. C. 


W. Fielder of Buffalo, 'N. Y., president 
of the Association, presided. 
Superintendent of Agents H. F. Nor- 
made the awards of prizes, the win- 
ners being: Dr. Charles E. Albright, 
Milwaukee, reporting $1,070,500 of per- 


— 
t 


sonal business; J. M. Lemonds, -Sioux 
Falls, S. D., largest number of lives, 
142. Herman Duval, New York City, 


reporting $636,340; Charles Sachs, 
Philadelphia, reporting $580,950; Au- 
gust Rosenberg, New York City, $384,- 
000: E. H. Anderson, $382,000; H. G. 
Fricke, Omaha, $341,000; H. T. Atkins, 
Lancaster, Pa., $289,000. 

President Markham’s prediction that 
the country had passed through the 
worst that might be expected and was 
now “over the hill” was in effect the 
keynote of the gathering. Two ad- 
dresses that were greeted with the 
warmest commendation were those by 
C. L. MeMillan, of the Madison general 
agency on “Agency Organization and 
Development” and that of R. F. Clen- 
denin, special agent, of Paris, Ky., on 
“Methods I Have Found Successful.” 

The following officers were elected 
for the ensuing year: 

President,-Wm, F. Atkinson, Brook- 
lyn, N. Y.; vice-president,. Lee Lowen- 
bach, Nashville, Tenn.; secretary-treas- 
urer, M. S. Edmonds, Racine, Wis.;: 
chairman standing committee, C. C. 
Dabble, Toledo, O. 





MADE MANAGER IN FLORIDA 

Gearry W. Williams has been ap- 
pointed manager for Florida for the 
United States Annuity & Life, the com- 
pany having re-entered that State from 
which it withdrew some four years 
ago. Mr. Williams has been in life 
insurance work in Florida for a num- 
ber of years, and has made a fine start 
in his new connection. 





GEORGE H. HAVENS DIES 

George H. Havens, well-known insur- 
ance agent in Springfield, Mass., died 
in Westbrook, Conn., recently. For a 
number of years Mr. Havens was con- 
nected with the Prudential; later, he 
was with the Mutual Life, and for the 
past seven years was a member of the 
staff of the Massachusetts Mutual Life. 





S. H. WOLFE ON THE COAST 

S. H. Wolfe, consulting actuary of 
New York is at present engaged in an 
examination of the California State 
Life of Sacramento. The Wyoming In- 
surance Department is also participat- 
ing. 


“RATES UP 43 


PER CENT. 





Catholic Relief and Beneficiary Associa- 
tion’s Buffalo Convention Adopts 
New Scale September 1 





An increase of 43 per cent. in the 
rates of the Catholic Relief and Bene- 
ficiary Association will go into effect 
on September 1. This was decided 
upon at the convention of delegates in 
Buffalo, representing about 12,800 mem- 
bers in the United States who will be 
affected by the readjustment of rates. 
The rate question was the only one 
considered at the convention. 

“It has been decided to increase the 
rates to strengthen the organization,” 
said President M. J. Langan of Scran- 
ton. “By this means there will be an 
increase of between $20,000 and $65,000 
in the revenue of the Association. The 
reserve fund will be much stronger.” 

The Association is now 24 years old. 
The last increase in rates was in 1896. 
President Langan said that the new 
rates would be put into effect as quickly 
as possible. 


INSURED FATHER FIRST 
How a Representative of New York 
Life Wrote Five Members of One 
Household 








Five members of one family were re- 
cently insured by M. Rubin, a member 
of the $200,000 Club of the New York 
Life, and working on the upper East 
side of New York City (Yorkville). 
Asked how he did it Mr. Rubin said to 
The Eastern Underwriter: 

“Whenever I insure an applicant I 
immediately get in touch with the 
other members of the household, and 
try to impress on them the importance 
of life insurance. Having succeeded in 
proving the value of insurance to one 
member of the family, I use this as a 
means to convey the importance of life 
insurance to the other members of the 
family. 

“In this particular instance I insured 
the father for $2,000, who carried only 
fraternal insurance, and then I insured 
one of the sons for $2,000; later on 
another son was insured for $3,000, and 
recently the other two members of the 
family, the mother and the third son, 
for $3,000 each. 

“I am working on another family at 
the present time, and have already 
closed and placed policies on five of the 
members. There is a married daughter 
and her husband yet to be insured, and 
I will close them at an early date, 
making seven members in this particu- 
lar family. 

“This should prove conclusively to 
the insurance field what can be done, if 
the proper amount of effort is directed 
along the right lines.” 


HURRICANE COULDN’T PHAZE IT 
When the recent severe wind storm 
visited Cincinnati, traveling at a veloci- 
ty of sixty-two miles and leaving great 
destruction in its wake, it never caused 
a quiver in the tall home office building 
of the Union Central Life, which towers 
above everything else in the city. The 
Union Central Building was built after 
the most modern approved plans for 
office structures and could withstand 
the pressure of a gale reaching a velo- 
city of 160 miles—something never yet 
achieved according to available records, 
even in open country or on the sea. 








Work And Win With Us 
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THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 


OF PITTSBURGH .. .. 


are higher this year than ever before. 
attractive Accident and Health Policies 


have helped them to 
Write for a LIFE, ACCIDENT 
FRANK A. 


Vice-President and Director of Agencies 


Our 


make more money. 
AND HEALTH Contract to 
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position 
should all be investigated. 
nection, 
Kelly, 
J. Burns International Detective Agen- 
cy. 
ly began 
results as already published. 


torney 
ant, 
County 
tectives Golden and Bandemar, for the 
able 
handled. 
heard the final attempted extortion and 
blackmail. 
ance fraternity owe Mr. Jasnowski and 
his assistants a debt of gratitude.” 


the Detroit 
lowing: 


INDICT EDITOR MATSON 


(Continued from page 1.) 

some months ago that this 
In this con- 
consulted Mr. Roy J. 
manager for the William 


we 
local 


Mr. Kelly and his men immediate- 
work on the case, with the 


“Great credit is due Prosecuting At- 
Jasnowski and his first assist- 
Mr. Voorheis, and as well to 
Detective Coffin and City De- 


manner in which the case was 
All of these gentlemen over- 


The public and the insur- 


In describing the trapping of Matson 
Free-Press printed the fol- 


Matson had corresponded with 
Ayres and arranged to meet him in 
Detroit. He arrived Sunday and 
took room No. 88 at the Griswold. 
Through a third party Ayres ar- 
ranged to meet him there Monday 
afternoon. 

Gave Story to Prosecutor 

Meanwhile the insurance compa- 
ny head had called on Prosecutor 
Jasnowski and laid the entire story 


before him. County Detective 
Irving J. Coffin fixed it with the 
hotel management so he could have 
the room adjoining No. 88. With 
Detectives Jacob Golden and Gus 
Bandemar, from police headquar- 
ters, he secreted himself early in 


the afternoon in room No. 87. 

Shortly after 2 o’clock Ayres ar- 
rived and was received by Matson. 
The detectives crept into the bath- 
room of their apartment, and by 
putting their ears to the door 
heard every word that was said in 
No. 88. 

Matson opened the conversation 
with remarks about the weather. 
Then the two men talked for half 
an hour about insurance. Finally 
Matson said. 

“Well, Mr. Ayres, we might as 
well get down to business. You 
know I came here to make you a 
proposition.” 

“Yes, I know,” 


replied Ayres. 


“How much do you want?” 
“lll take $2,500,” said Matson. 
“Tl give it to you,” said Ayres, 
“but I ought to have a receipt.” 
Promised to Print No More 
“No,” replied the other, “in a 
matter of this kind you'll have to 
take my word. But I give you my 
word of honor that nothing further 
will be published about you or your 
brother in my magazine. The only 
thing I will print will be the year- 
ly statement about your company, 
the same as the ones printed about 
the other companies.” 


“Here is your money,” said 
Ayres, in a louder tone, and he 
counted three $1,000 bills into 


“You can bring me 
to-morrow at my 


Matson’s hand. 
$500 change 
office.” 

Matson turned to thrust the 
money into the side pocket of his 
coat. Detective Golden was stand- 
ing in front of him. The other de- 
tectives were at his sides. 

“Here!” exclaimed Matson, “take 
this money,” and he handed it to 
Golden. “I didn’t intend to do 
anything unlawful.” 

The insurance head expected 
Matson to name a larger sum for 
the bribe, and he had ready five 
$1,000 bills, the numbers of which 
were knows to the waiting detec- 
tives. For this reason he was un- 
able to make the change when Mat- 
son asked for $2,500. 





TRAVELERS IOWA GEN% AGENT 
Henry G. Wischmeyer, traveling au- 
ditor of the Detroit ordinary agency of 
the Travelers, has been appointed gen- 
eral agent of the Company for eastern 
lowa with offices in Des Moines. Mr. 
Wischmeyer will assume his new du- 
ties on August 2, succeeding John E. 
Kreh, who has resigned to enter anoth- 
er line of business. 
TO HOLD SEPARATE MEETING 

Secretary T. W. Blackburn announces 
that hereafter the Medical Section of 
the American Life Convention will hold 
its annual meeting separately, next 
year in February or March. 

The annual meeting of the American 
Life Convention will be held this year 
at Del Monte, Cal., September 30, Octo. 
ber 1 and 2, preceding the World's In- 
surance Congress. 











Warm Personal Interest 





That describes the happy relation existing between 


the Fidelity and its Field 


both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. 
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The Fidelity 
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WALTER LeMAR TALBOT, President 
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STATISTICS COVERING CLAIMS 


NEW YORK LIFE’S BIG PAYMENTS 








Occupations, Causes of Death, Ages 
and Life of Policies Shown for 
Second Quarter 





The New York Life has compiled 
some interesting statistics covering 
the second quarter of the year, show- 
ing that nearly $20,000,000 was paid 
out during April, May and June in 
death claims, cash values, dividends 
and annuities. Over $8,000,000 was 
paid to the beneficiaries of over 2,500 
policyholders and nearly $12,000,000 to 
21,000 living policyholders. 

A list of the occupations with the 
number of lives and the amounts fol- 
lows: 


Deceaseds’ Occupations Lives Amount 
Farmers and their employes. 235 $ 577,730.58 
Mirs. and their employes... 430 1,577,004.31 
Merch. and their employes.1,003 3y511,493-06 
Official and professional men 305 907,012.50 
Capitalists ...eccceeeseeeseeenee 29 181,955.22 
Military and naval (war). 105 422,820.75 
Ail other occupations........- 434 850,919.84 

Total cccccescccccccccccsececs 2,541 *$8,009,536.26 


*Included in above were 173 women insured 


for $265,643.37- . 
Causes of death of the 2,541 policy- 


holders who died during the period 
shows: 


Consumption ......eeeceeeseeveees 268 
Heart disease........ccceeeseeeees 264 
PmeuMonia ...ccccccccccccceccecs 260 
Bright’s disease .......-+eeeeeeees 243 
Cancers and tumors.....-...+++++. 192 
Apoplexy .....-cccccccceccccecoes 161 
rere re ET er 105 
BOCIBORIE 2c cccccccececccceccoese 96 
Diseases of arterieS.........e+.++% 89 
Diseases of digestive organs....... 79 
Bronchitis, pleurisy, etc..........- 68 
NE, on cc ecadadiie 6 saan ens ete 67 
Liver GIBCASE .....ccccccccccccces 53 
PEE oioisc ccc weceocicessceccen 51 
Appendicitis ........seccesecccees 48 
Blood poisoning, anemia, etc...... 33 
Typhoid fever ........cecccscccecs 23 
OD: 55 ob 046040 9% oe eeetadens dd 13 
TOUMRMIOTE occ ec cccesccccveesocces - 


Spinal disease 
Nervous prostration, congestion of 
OOD 5 bc bwnd se sneeseoee nner 7 





All other CAUSES. .....ccccccccccee 402 
Figures of the age at death follow: 
Lives Insurance 
30 years of age and under.... 158 $ 296,616.32 
Between 30 and 40........+++- 436 1,178,657.62 
Between 40 and 50............ 688 2, 104,857.09 
Between 50 and 60.......++++- 664 2,259,993.60 
OVOE GO cdcceccccsesveccocescee 595 2,169,411.63 
WON. Maciecicesuscvodnviavenn 2,541 *$8,009,536.26 
*Included in above were 173 women insured 


for $265,643.37. 
The life of the policies was as fol- 











lows: 
Years in Force Lives Insurance 

Died in 1st Year of Ins....... 87 $ 302,663.01 
Died in 2d Year of Ins...... 88 375,412.89 
Died between 3 and 5 yrs... 304 1,140,452.70 
Died between 5 and 10 yrs.. 439 1,203,267.99 
Died between 10 and 20 yrs..1,231 3,563,076.73 
Died after 20 years ........+. 392 1,424,662.94 

PD wnevctsedsnucddvctscteere 2,541 *8,009,536.26 


*Included in above were 173 women insured 
for $265,643.37. 


NEW ENGLAND MUTUAL’S GAINS 








Fine Increase Made in Policyholders’ 
Month—What Semi-annual Figures 
Show 





The New England Mutual Life makes 
a fine showing in its semi-annual state- 
ment of business and particularly in 
June, set aside as policyholders’ month. 
The new paid-for business in June this 
year was $5,329,964 which was an in- 
crease of nearly a million dollars over 
last year. 

The semi-annual figures of new paid 
business amount to $19,185,336 as 
against a total last year for the same 
period of $16,974,459. The total insur- 
ance in force has reached the sum of 
$302,057,402 as against $284,345,253 last 
year. 





WON GOLD MEDAL 
B. J. Sweeney, district manager for 
the Mutual Life at Utica, N. Y., was 
awarded a gold medal and a trip to the 
Panama-Pacific Exposition as a result 
of his being a winner in the production 
contest held by that company. 


MASSACHUSETTS LIFE MEN MEET 





Fine Program Arranged for Visitors 
at Annual Gathering at Home 
Office Next Month 





A very interesting and profitable pro- 
gram has been arranged for the an- 
nual meeting of the field men of the 
Massachusetts Mutual Life which will 
be held at the home office August 20 
and 21. President McClench and prac- 
tically all of the officers of the com- 
pany will be on hand and address the 
visitors and some very profitable talks 
will be given by prominent field repre- 
sentatives of the company. The full 
program arranged is as follows: 

Friday: Welcome—T. R. Fell, presi- 
dent of the Agents’ Association. 

Address—William Ww. McClench, 
president of the company. 

Address—William H. Sargeant, vice- 
president of the company. “Our Com- 
pany.” 

Address—Frank T. McNally, general 
agent, Duluth, Minn. “Fifty Dollars Per 


Month.” 
Address—Carl LeBuhn, manager, 
Davenport, Ia. “Agency Organization 


and Handling.” 

Executive meeting of general agents 
holding contracts direct with the com- 
pany. 

Friday evening: Tickets will be pro- 
vided for the performance at Poli’s 
Vaudeville House. 

Saturday: Address—Charles A. Ang- 
ell, actuary of the company. “The 
Merits of Joint Life and Individual 
Policies.” 

AAddress—Charles Warren  Pickell, 
manager, Detroit, Mich. “The Relation 
of the Massachusetts Mutual to the In- 
suring Public.” 

Business Session—Election of offi- 
cers, etc. 

Saturday afternoon: Steamer Sylvia 
will leave Elm Street dock at 12 o’clock 
sharp for Riverside Park. The ladies 
are to help us to dissect the clams and 
lobsters. The bake will be opened at 
one o’clock. The usual athletic and 
other stunts will be pulled off during 
the afternoon. 





WOMEN AND CHILDREN FIRST 





Cry Heard at Sea Carried to Logical 
Conclusion To a Life Insurance 
Argument 





The cry “Women and Children First” 
heard in sea tragedies such as the Lusi- 
tania and Titanic, is reconstructed into 
a life insurance argument by the Fidel- 
ity Mutual Life’s publicity department. 

The very highest form that this in- 
stinct has reached in the modern civili- 
zation of the world is the extension of 
that love and protection into the time 
beyond the grave. The most primitive 
man will rush to the defence of his 
home when it is attacked, and he will, 
if it comes to the worst, die nobly 
amid its ruins to protect from harm 
those whom he loves. But it requires 
a civilized man to look steadily into the 
future and face the stern facts that 
when he is dead no amount of emotion 
or chivalry will avail to protect those 
whom he loves. The most ordinary 
man will support his family—the law 
will make him do that—and will deny 
himself often to give them the good 
things they want. But it requires a 
thoughtful man as well as a loving 
man to realize clearly that he must 
deny a little more to-day so that he may 
be sure that to-morrow will bring pro- 
tection and safety to that family—even 
if he be taken from them. 

What must be the feeling of a man 
who watches the women and children 
go first—his woman, his children—and 
yet knows that when the slippery, reel- 
ing deck shall fall away beneath him 
and the eternal sea shall catch him by 
the throat, all the support of that fam- 
ily shall have been taken away and 
that poverty, want, bitter and unaccus- 
tomed toil, shall be their lot! Brave 
as is his deed in that last hour, still the 
realization of the failure in that smaller 
but so important duty must bring a 
pang both strange and sorrowful. 

So in every day life. The man who 





Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘“‘oldest company in America’”’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
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Life Insurance and Texas 


Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
State are uninsured, and several times that number inade- 
quately insured. e€ want ten or a dozen more good field 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 
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Extracts from Report of Examination of 


By the State of Texas, June 28, 1915 
“It is noteworthy that this Company was organized without any promotion expenses.”’ 
**I beg to report further that I find the Company in excellent financial condition.” 
**The volume of its business has steadily increased, its surplus is growing rapidly and 
its funds are being carefully conserved under expert supervision. ”’ 
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ILLINOIS LIFE GAINS 

B. J. Stookey, assistant secretary of 
the Illinois Life, stated to The Eastern 
Underwriter last week that the paid for 
business of that company for the first 
six months of 1915 was $7,510,618, as 
compared with $7,334,380 for the first 
six months of 1914. 





ILLINOIS LIFE INSURANCE ( 
STEVENS Po 
SIX MONTHS’ FIGURES ; 

The New England Mutual Life paid 
for $19,185,336 first six months of 1915; 
$16,974,459 first six months of 1914. 

The American Bankers’ Life paid for 
$1,369,020 the first six months of 1915. 
The total paid-for business the first six 
months of 1914 amounted to $1,204,915. 

Minnesota Mutual, 1915: $3,752,299; 
1914, $2,834,515. 

Western States Life, San Francisco: 
1915, $5,213,575; 1914, $3,429,750. In 
June this company received applications 
for new business aggregating $1,256,250, 
the largest total for it in one month. 


The American Life of Des Moines, 
Ia., reports paid-for business for the 
first six months of 1915 amounting to 
$2,241,281, as against a business for 
the same period last year of $1,953,289. 





GREATEST 
ILLINOIS 


COMPANY 





The United States Annuity and Life 
of Chicago has resumed active opera- 
tion in Florida, and Gearry W. Wil- 
liams, an experienced life man, has 
been appointed manager for the State. 


would not support his family should 
be, and is, an outcast from decent so- 
ciety. It is hard to see how such a 
man loving, kind and true, can day af- 
ter day run the risk of leaving them no 
better off than the children of the vil- 
lage loafer. 


WANTS GOOD MEN 
AND | 
WILL PAY THEM WELL | 
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A TALK ON ADVERTISING 
By John D. Sage, Second Vice-President Union Central Life 











The subject of life insurance may be 
divided into two parts—first, the ques- 
tion of the use of advertising in the 
life insurance business, and, second, 
how to advertise life insurance. I shall 
discuss principally the first part, and 
leave it to a professional advertising 
man to treat the second part. 

Many of you are managers or general 
agents who in times past have been ac- 
tive solicitors, but who now give your 
time only partly to solicitation and 
partly to supervising agents and attend- 
ing to the business of the office. Others 
are general agents who give practically 
all of your time to solicitation, and 
others still are solicitors, giving all of 
your time to that work. Doubtless each 
solicitor plans his day systematically, 
and makes the visits as he has planned 
among a definite list of prospects, work- 
ing steadily from eight or nine in the 
morning until five or six in the after- 
noon. Notwithstanding this consi-.ent 
work, you are able to reach the atten- 
tion of any one prospect or policyhold- 
er for only a very small portion of his 
time during the day, and probably in 
all only a very few days in the course 
of the year. The life insurance adver- 
tisement, on the other hand, may se- 
cure your prorpect’s or policyholder’s 
attention at the breakfast table, on the 
ear or train, at noon time, or during the 
late afternoon or evening when his 
work is over and his mind is in a con- 
dition receptive to outside suggestions 
The principles of advertising are the 
same as those of salesmanship, a well 
constructed and clever advertisement 
presenting exactly the same arguments 
which you would present -to the pros- 
pect or policyholder yourself in person. 
However the advertisement secures a 
frequent interview whereas you are 
able to secure only an infrequent inter- 
view, although, undeniably, your per- 
sonal interview is many times the 
stronger ofthetwo. The advertisement 
prepares the way for, or continues, your 
work. 

I am reminded of one of the current 
stories of the “Ford.” A man is riding 
along the street with one foot hanging 
out, and a youngster shouts to him: 
“Hey! Mister! Where is your other 
skate?” The life insurance advertise- 
ment is the other skate. 

Recently I have had the pleasure of 
uniting in a personal canvass in the in- 
terests of a dozen of our leading chari- 
ties combined. The experience was in- 
teresting and in many ways ep- 
joyable. The idea of business men 
making one solicitation for money 
for the leading charities had been 
mentioned in the newspapers for 
several days, and almost everywhere 
we went we found our prospects fami- 
liar with the plan. Each one, at the 
time he read about it, consciously or 
unconsciously had formed some opinion 
as to what he thought of the idea. Ac- 
cordingly at the time of our visit there 
was stowed away in his subconscious- 
hess an impression to the effect either 
that he did not believe in ~harities at 
all, or that there were too many chari- 
ties, or that he had given all that he 
could to charity, or that he needed his 
money with which to buy gasoline, or. 
to be more optimistic, that he was pre 
pared to do his part for the cause. As 
800n aS we approached him, the sub- 
conscious impression immediately came 
into his full consciousness and he was 
prepared to answer either yes or no. If 
“no,” it was our task to succeed in 
changing his opinion and creating a 
favorable impression, and thus succeed- 
ing in our mission. 

Making An Impression 

The process is the same in selling 
life insuranee. It should be the office 
of the advertisement to make impres- 
sions upon the mind of the prospect 
from time to time, so that in his sub- 


consciousness he is favorably inclined 
toward life insurance, rather than an- 
tagonistic to it. 

lt cannot be denied that the results 
of advertising in most lines are intan- 
gible, although in certain lines definite 
results can be counted. Results of life 
insurance advertising are unavoidably 
intangible and it requires faith. The 
home office officials are likely to belit- 
tle the value of advertising and to as- 
cribe the company’s continued prosperi- 
ty wholly to their skilful business man- 
agement and to their judgment in se- 
curing competent agents, and to their 
ability in inspiring them tc do their best 
work. The agent is apt to belittle the 
value of advertising on the ground that 
it is due solely to his own personality 
and efforts that tne applications are se- 
cured and the insurance kept in force. 
The answer to this is that in other lines 
of business, where the article is equal- 
ly hard to sell, tangible results can be 
positively shown, and it may reasonably 
be expected that similar results can be 
secured in the life insurance business, 
although they cannot be measured. It 
may be answered, also, that the com- 
pany, with the same capable officials 
and competent agents, would be still 
more prosperous if it were to engage 
judiciously in intelligent advertising. 

Value in Four Ways 

I believe that advertising in life in- 
surance is of value in four ways. I will 
name them in the order of their import- 
ance, as it seems to me. 

First—You may be surprised when I 
tell you that I think advertising is of 
greatest value in keeping insurance in 
force. The agent, through his person- 
ality and salesmanship secures the ap- 
plication and places the insurance. The 
months roll by and the second premium 
becomes due. The policyholder is not 
affected by the personality of the agent 
as in the first interview, and he may 
have forgotten many of the strong 
reasons advanced by the agent when he 
consented to the insurance. Other de- 
sires may have arisen during the year, 
which he is tempted to satisfy. The 
premium notice, circulars and even a 
letter or two may not change his deter- 
mination to let his policy lapse. If, how- 
ever, the company is well advertised in 
the proper mediums, the policyholder’s 
mind is continually fortified by argu- 
ments which tend to convince him that 
his original determination to insure was 
a wise one. Long before the premium 
is due he becomes, favorably disposed. 
The same thing applies when a cash 
surrender or loan is under considera- 
tion. I believe that advertising is the 
silent salesman which may be of great 
value in conserving the insurance. 

Second—In securing new insurance 
we must all admit that advertising is 
of assistance to the agent. You will re- 
member the tremendous advertising of 
the year 1905 when the life insurance 
companies were brought before the pub- 
lic very prominently. The result, of 
course, was a decrease in new business 
for the time being, but let us see the 
after effect. The largest amount of new 
business in any year prior to the insur- 
ance investigation was paid for in the 





year 1904. After the investigation this 
record was passed in the year 1910. In 
the year 1913 the new business written 
was 41 per cent. larger than the new 
business written in 1904, an increase 
wholly out of proportion to the increase 
in population. Obviously the agitation 
proved to be of first class advertising 
value and of great assistance in the se- 
curing of new business. 

From the standpoint of the company, 
however, it can be shown that it does 
not pay to advertise in order to secure 
new business. The writing of an undue 
amount of new business in any year re- 
sults in a decrease in surplus—or at 
least a smaller gain in surplus than 
should reasonably be expected. If the 
insurance company is making its nor- 
mal increase in new business each year 
there is no reason why it should adver- 
tise in order to secure a larger amount. 

Increases Cost 

Moreover, advertising for new insur- 
ance simply increases the cost of secur- 
ing the business. It would be out of 
the question to deduct the cost of the 
advertising from the agents’ commis- 
sions. Therefore, it means essentially 
So much extra commissions paid. If the 
Officers are endeavoring to manage a 
company with economy, and if the com- 
pany is securing a reasonable increase 
in new business each year, it would not 
be good business to expend an amount 
for advertising for new business in ad- 
dition to paying the agents’ commis- 
sions. 

Third—In inspiring the agent. Man- 
agers and general agents have difficulty 
in securing and retaining capable 
agents. If your company, or all compa- 
nies combined, as you contemplate, 
should engage in advertising in the 
standard advertising mediums of the 
country, think of the effect it would 
have in enthusing your agents, in se- 
curing their loyalty and commanding 
their respect for the business, or for 
your company in particular, and in se- 
curing new agents. The psychological 
effect of a man seeing his own particu- 
lar company, or his own particular busi- 
ness, advertised to the world and know- 
ing that the world is reading the adver- 
tisement with him, is of undoubted 
value. 

Sympathy and Co-Operation 

Fourth—In enlisting the sympathy 
and co-operation of the public in the 
life insurance business. Up to the end 
of March this year (I have not seen the 
more recent figures) there were over 
2,000 bills introduced in the State legis- 
latures, affecting the life insurance busi- 
ness. Many of these would not have 
been introduced had the legislators 
really understood insurance. It is only 
fair to the large army of life insurance 
policyholders in this country, and to the 
companies, that the public should be 
educated as to the true nature of the 
insurance business and of the enormous 
benefits it is conferring. Hostile legis- 
lation would be silenced by knowledge. 

Coming down to the second part of 
my subject, “How to Advertise Life In- 
surance,” may I remind you first to re- 
member that the ordinary man has little 
or no natural interest in life insurance. 
It is hard for you and me to realize that, 
as we are so absorbed in the business. 
When I first took up life insurance, an 
old uncle of mine, who had been for 
many years an acute business man, said 
to me: “Do not forget that most per- 
sons do not know what you are talking 
(Continued on page 9.) 








SPECIAL AGENCY OPENINGS 
FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO. 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 
ALL STANDARD FORMS OF LIFE INSURANCE POLICIES 












First "Mutual 
New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 
tract. 


FINANCIAL STATEMENT 


Assets, Dec. 31, 
1914 ..........$70,163,01 1.03 
EROS a ncc even 65,159,426.58 


Surplus .......... $5,003,584.45 


: AR 
ILLIAM F. DAVIS, Asst. Secretary 
FRANK T. PARTRIDGE, Asst. Secretary 

MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager 
141 Broadway, New York 








The “Home Life”’ 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
ance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 
is now 


$120,893,433 


For Agency apply to 
GEORGE W. MURRAY, Supt. of Agte. 
256 Broadway, New York, N. ¥. 
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Se Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 











A certain man in 

Paper Riches Portland, Ore., died, 

Versus leaving. securities 
Insurance with a par value of 
$1,218,000. Because 
of the war and the depressed state of 
security values, the appraisers placed 
a value of $770,000 on the man’s in- 
vestments. The claims filed against 
the estate amounted to $891,000, mak- 
ing the estate insolvent on current 
valuations. There was pro life insur- 
ance. The man’s dependants were left 
without a cent out of his seemingly 
large fortune. Life insurance would 
have saved this fortune as it does not 
fluctuate in value according to condi- 
tions and is payable when most needed. 
* +. a 
The Life Underwriters’ 

Answers that Association of Canada 

Have Won publishes a paper called 

Applications “The Life Underwriters 

News.” In a recent is- 
sue it published some answers given 
by quick witted agents which have re- 
sulted in closing a case. The questions 
and answers were furnished by the lead- 
ing life agents of Canada. A few sam- 
ples follow: 

“I do not believe in life insurance— 
it is just money left for a man’s rela- 
tives to quarrel over.” 

“Any other money or property you 
might leave behind is just as good as 
life insurance money to quarrel over. 
It is even better because a life insur- 
ance policy can be made over at once 
to a beneficiary, and the payment of 
the money to the right party is gov- 
erned by the statute in a way that 
applies to no other form of invest- 
ment.” 





“Life insurance is too much of a 
gamble for me.” 

“Business success depends to a large 
extent upon shrewd guessing as to 
what the future will bring. Will the 
market go up or down? How much 
will this article sell for six months 
hence? etc. Not so in life insurance. 
You know what the article costs to-day 
and what it will costina yearfrom now. 
You know what the policy will yield to 
your estate on your death; or what it 
will yield to yourself in your old age. 
Your gains are assured without the 
least element of a gamble to it.” 





“Your company might contest my 
death and my family would lose all. 
Not for mine, thank you.” 

“This idea is utteriy erroneous in re- 
spect of old-line companies. Fraudulent 
claims they will dispute as in duty 
bound, but these are few. Compare 
the contested cases arising in any one 
year with the losses incurring in that 
year, and the percentage will be almost 
infinitesimal. No other business on 
earth is so litle given to litigation. 

“Do you think any jury in the land 
would give a verdict against your 
widow and orphans Never! Insurance 
companies know this. It would be utter 
folly for them to contest a policy upon 
which premiums have been duly paid, 
except on the ground of gross fraud. 
They never do. Your policy, because 
free from any taint of fraud, will be 
absolutely incontestable if you keep the 
premiums paid.” 





“It implies a distrust of Providence.” 

“The objection might as well be urged 
against fire insurance; or putting light- 
ning-rods on buildings; or, indeed, tak- 
ing any precaution to avert possible 
evils. Providence was not intended to 
preclude self-help.” ¢ 





“The assured are apt to die soon.” 

“This is a superstition. It is capable 
of proof that life assurance tends di- 
rectly to prolong life, by relieving it of 
anxieties, and by promoting the stabil- 


ity, economy, and good order of society 
and the family. And statistics prove 
the same thing.” 





“I have no special motive for taking 
out a policy.” : 

“No special motive? See a motive 
that ought to move you in that wife 
whom you took from a comfortable 
home, and at the bridal altar promised 
to provide for! Answer to you con- 
science whether she would be provided 
for if you were to die to-night! Were 
it impossible for you to make her situa- 
tion certainly comfortable, then were 
you under no obligation to do it. But 
you can do it, and so the obligation 
holds you. ~ Besides, cast your eyes 
upon your promising boys ani your 
lovely daughters. No special motive? 
Read it there. Is not love for your 
household a sufficient motive?” 





“What is the use, a fellow only lives 
once.” 

“When you are thirty-five years of 
age you will realize that you have only 
once to live, and shou'd you not make 
good use of your time now?” 





“Twenty years seem too far away and 
too long to wait for an endowment.” 

“You are only twenty years of age, 
and it seems a long period to you. But 
look at me. I am forty, yet I do not 
look old, do 1? Well, by the time you 
are as old as I am you will have your 
money.” 

“Some other provision will do as 
well.” 

“No provision for the possible neces- 
sities of your family is adequate which 
is not immediate; for your death will 
be immediate. But life assurance is 
an immediate provision, the only im- 
mediate provision, and the most lib- 
eral for the amount invested.” 








“I don’t expect to die.” 

“If you did we wouldn’t insure you. 
How could we otherwise promise to pay 
$1,000 as against a first payment of 
$25.” 





“T’ll take a chance of delay.” 
“You don’t take the chances. -You 
compel your family to take them.” 





“Wait for a time.” 

“Many are still waiting who have 
said this. In the meantime, your cost 
of insurance is increasing. And, many 
have died while waiting.” 

- = * 


Vice-President R. W. Ste- 

Looking vens, of the Illinois Life, 

for the than whom there are few 

Prospects better judges of the essen- 

tials of success in the field, 
says: 

“Every man who has had experience 
in the selling of life insurance knows 
that to sell insurance is comparatively 
easy when the prospect has been dis- 
covered who is ready and willing to 
consider the proposition with a view 
of investing. 


“The hardest part of the salesman’s 
work is to find real prospects, and it 
has been well said that even in the 
case of the most energetic and efficient 
life salesmen more than eighty per 
cent. of their time is spent in looking 
for prospects, which means that less 
than twenty per cent. of their time is 
devoted to the giving of real prospects 
a thorough work out. 


“A good salesman is able to close 
sixty per cent., or three out of every 
five real prospects that he talks to. 
Because of the,fact that such a very 
large percentage of men approached on 
the question of life insurance are not 
then and there ready to consider it, it 
logically follows that the salesmen who 
persistently and systematically sees 
the most people, finds the most pros- 
pects and sells the most policies.” 





State Mutual Life Assurance Co. 





PR ines 16 seg ee 


Surplus (Mass. Standard).. 


Occasionally we have an opening. 





OF 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 


January 1, 1915 
oe eneeveosé $46,516,911.00 
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INSURANCE IN FORCE .............. $179,895,636.00 


Substantial gains made in all departments. 
New policy contract, embodying every up-to-date feature. 
Increased dividend scale in which all policies share. 


43,315,986.56 





3,200,924.66 


EDGAR C. FOWLER 


Superintendent of Agencies. 








The Bulletin of the Inter- 
Will You national Life contains an 


do it interesting appeal to’ the 
Now? field men under the head- 
ing of “Will you do it 

now?” The Bulletin in part says: 


That’s the burning question with 
every ardent lover of life insurance, 
and always will be. 

Now, now, now! 
morrow! 

It keeps the livest wire mighty busy 
eternally figuring how he’ll land his 
prospect. And it’s a game where 
thought and action must go hand in 
hand. The now of the matter must 
press down hard upon the lifeman— 
now, for him as wel] as for the pros- 
pect, must be the lodestar. The sec- 
onds must be grabbed and utilized, 
else, like flowing water passing around 
a fallen log, an eddy is formed, and all 
is off—around and around and around 
he’ll go, all to no purpose—for still 
water never turned a mill wheel. 


There is no to- 


Writing life insurance is not the 
work for the slothful, either of mind 
or body. Its call is to the alert, dia- 
mond-sharp souls who dare cut their 
way through the granite of indiffer- 
ence, procrastination, don’t-want-it, 
can’t-afford-it, and smile withal at the 
soft snap of making men do what they 
say they won't do. 


Oh, it’s a royal game, to be sure! 
One fit for the employment of kings— 
and who are greater kings among men 
than the big writers of life insurance? 
They compel men to do their duty, 
they speak in tones of authority and 
they command men to “put your name 
here” without a quaver of doubt as to 
obedience. 


They are weighed with the eternal 
clamor of all nature, do it now. and 
they give vent through action, and they 
maneuver by initiative to flank and sur- 
round their prospects by surprise move- 
ments when they may, but failing in 
that they march into the cannon’s 
mouth, resolved to carry the strong- 
hold or die. Sometimes they die (and 
it’s a noble death in every case), .but 
oftener they win, planting the banner 
of “Life Insurance Protection,” where 
erstwhile floated the colors of “I'll 
Never Insure My Life.” 


Brother, are you weak along such 
lines? Haven't you self-confidence? 
Haven’t you moral courage to speak 
out to the highest when duty drives? 
Doesn’t ambition to succeed gnaw at 
your heart? Or does doubt whisper, 
“Not for me?” 


Well, unless you've sent in your rate- 
book, try once more, If the desire to 
win is deep and ablaze in your bosom, 
know by that token, you can win. God 
never planted a desire in soil too poor 
for its fruition. Grasp that—believe it, 
and you'll carry the day. 





Thomas O’Haren, formerly a barber 
shop foreman in Waterbury, Conn., has 
been appointed an agent for the Pru- 
dential in that town. 





Misspent Time and Oppor- 

Don’t tunities of Life Insurance 

Wait Agents was the subject of 

on Mood an address delivered by 

John C. Kirby, of San An- 

tonio, Tex., at a recent meeting of the 

Great Southern Life of Houston, Tex. 

He was inclined to believe that agents 

are too apt to wait until they fee! in 

the mood before they solicit insurance. 
Along this line he said: 

“It is not accident that helps a man 
in this world, but by persistent indus- 
try we accomplish the things in life 
that we set out to do. Accident does 
very little towards the production of 
life insurance, but applications are usu- 
ally secured by steady determination 
and by close application, bulldog tenac- 
ity and persistency. 

“There is, with a great majority of 
men, a want of constancy in their 
plans, and they oftentimes work as if 
they doubted the results they would 
achieve in their undertakings, and they 
fail to put the necessary energy into 
the work in hand that is essential to 
make it profitable. 

“Every agent is a center of infiu- 
ence, who controls to a great extent 
the prospective purchaser, for success, 
if he makes him see -the proposition 
like he sees it; of failure, if he fails 
to accomplish this. Just in proportion 
as he uses this influence he succeeds 
or fails in landing his prospect. 

“I feel we life insurance agents are 
prone to grow indifferent and sit and 
wait for an opportunity to accomplish 
great things at once, and finally nave 
vain regrets that useless intentions 
brought forth no good results. 

“We cannot hope to achieve good re- 
sults with our arms folded, but suc- 
cess comes to those who put their 
shoulders to the wheel, and there is 
nothing impossible to those who try. 

“If we life insurance men could re- 
ceive pay for the time we don’t work 
on the same basis as when we work, 
our balances would be far more satis- 
factory to the company, and our bank 
accounts would be more noticeable. 

“There is a peculiarity about life in- 
surance agents that no one in any other 
walk in life possesses; that is, he 
either runs in high or low gear—never 
in the intermediate. It is either a 
feast or a famine with him all the time. 

“The life insurance agent’s long suit 
is to tell what he is doing and never 
what he has failed to do. His strong 
points are procrastination and exag- 
geration, and if it were possible for 
him to take care of his accounts with 
what he will make next month no one 
would ever have the pleasure of pre- 
senting him with a bill. 

“We life insurance agents are al! in- 
flicted with a disease called ‘Wants,’ 
and the only cure for this it to put in 
eight hours’ work each day into our 
business. I feel 99 per cent. of our 
non-success is attributable to the sub- 
ject of my paper.” 


S. H. Wolfe is in charge of an exami- 
nation for the California Insurance De- 


partment of the West Coast-San [ran- 


cisco Life. The State of Oregon is also 
participating in the examination. 
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USE AND ABUSE OF ILLUSTRATION BLANKS 
By A. H. Sherer, Midland Mutual Life 








The purpose of the illustration blank 
is to set forth in a clear and definite 
way the important details of the pol- 
icy, or to fix and deepen the points 
made during a previous interview. Its 
purpose is thus about the same as using 
the policy in explaining the proposi- 
tion except that the agent is absent and 
must trust the prospect to make a cor- 
rect interpretation and reach a favor- 
able decision unaided by his presence. 

Jt has a disadvantage in comparison 
with the first method, that of using the 
policy, just as one misses something 
when reading the sermon of an elo- 
quent preacher, the living personality 
js absent. There are cases, of course, 
where it fills a need and is helpful to 
the agent. Much depends upon who 
the prospect is. Some men, especially 
men of studious habits, who are used 
to working things out for themselves, 
would appreciate a quiet study of the 
policy provisions such as the illistra- 
tion affords. 

But a promiscuous use of the blank 
ig a waste of time and a loss of ad- 
vantage rather than a gain. Not every 
prospect is able to understand the 
illustration and not every one is suf- 
ficiently interested to examine it even 
when placed in his hands. For these 
reasons care and good judgment should 
be exercised in its use. 

In a case of competition, I would 
rarely use it; not because we are afraid 
of fair and honorable competition—we 
invite that—but because the competive 
company may not be upon the same 
reserve basis and in that case, if the 
policies are the same in kind, there 
would be unfavorable comparison in 
which we would be at a disadvantage, 
especially in the early years of the 
policy. 

There are other things besides fig- 


A Talk On 


ures that need to be shown in such 
a case; figures are important but they 
are not all that is worth considering 
in'a policy. There’s something to be 
said of the company, of the character 
of the men who manage it and of the 
character of the men and women who 
compose its membership; something to 
be said of the character of its invest- 
ments; of the fairness and liberality 
of its policy contracts and the scope of 
protection which they afford. 

These points can only be presented 
properly in a personal interview and 
so I would withhold the illustration 
until satisfied that it would meet with 
a kindly reception and get a fair and 
square deal at the hands of the pros- 
pect. ' 

It often happens that the prospect 
having looked over the illustration, hav- 
ing examined the money values of the 
policy, comes to the conclusion that he 
can invest his money to better advan- 
tage in some other way, losing sight of 
course of the greatest thing for which 
the policy stands,—the protection. So 
when we call on him the next time 
expecting to find him just ready to 
write, it is only to find he has lost in- 
terest and we have to use all tact and 
power of persuasion and enlightenment 
to bring him around to the place where 
he can again see the proposition in its 
true light. Or we may receive a dash 
of cold water in the face like this: “I 
got your papers all right but I have 
not had time to examine them yet.” 
That places the agent at a disadvan- 
tage because it is equivalent to asking 
for more time and the agent is there 
now for the purpose of closing the busi- 
ness. It is necessary now, if the agent 
is given an opportunity to make a talk, 
to lead the prospect back to where he 
had him before sending the illustration. 


Advertising 





(Continued from page 7) 


about when you talk to them about life 
insurance.” In our advertising we must 
first of all gain the attention of our 
prospect through something in which 
he is naturally interested. After we 
have caught his eye and his interest, we 
have a point of contact and we must 
lead him through the transition stage to 
the story which we wish to tell him. We 
must tell this story in such a way as to 
arouse his desire for what we have to 
sell. As I have already stated, the prin- 
ciple is the same as in salesmanship. 

Some agents think that they are like- 
ly to secure results when they insert 
an advertisement, printing the name of 
their company in large, bold type, and 
emphasizing the points of its size, etc. 
Such an advertisement is of relatively 
little value, as the ordinary man, look- 
ing at it, turns away with the reflec- 
tion, “I am not interested in life insur- 
ance.” Our money for advertising is 
thrown away, unless we observe the 
laws of psychology and secure a man’s 
attention and interest and “lead him 
from the known to the unknown.” 

It has been stated that there are three 
subjects in which men are naturally 
most vitally interested and around 
which most of their activities center. 
They are poverty, sex and religion. 
Think of these for a moment and con- 
sider how true the statement is. In ad- 
Vertising life insurance we can appeal 
to any one or all three of these natu- 
ral instincts. One man may be attract- 


ed only by the thought of old age and 
the danger of poverty, Another may be 
won by the appeal to his love for his 
wife and the thought of protecting her 
in the event of his death. A third may 
be influenced by the religious motive. 


Consider how many companies and how 
many thousands of agents have secured 
applications through the famous Tal- 
mage sermon. Some prospects may be 
influenced by all three of these consid- 
erations. Think of what a variety of 
topics the insurance advertiser has to 
draw from in making his appeal. The 
principle is the same whether one is ad- 
vertising for new business or to keep 
old business in force. The preventing 
of the lapse means simply the reselling 
of the policyholder. 

I congratulate the Cincinnati Life Un- 
derwriters’ Association on the success 
you have made in raising your fund for 
your advertising campaign. I was es- 
pecially pleased when I heard that a 


portion of it will be appropriated for a ; 


national campaign, and another for a 
local campaign. In my opinion the local 
advertising would be of particular as- 
sistance in securing new business, be- 
cause it is futile to advertise for new 
business unless the agent is on the spot, 
ready to back it up by his personal ef- 
forts. I believe that the national cam 
paign will be of special value in keep- 
ing the old business in force and in in- 
spiring the agents and in creating a 
favorable impression in favor of the life 
insurance business. I believe that you 
have arrived at a very wise conclusion 
in your plans and you have my best 
wishes for the greatest success in your 
undertaking. 





‘A receiver has been asked for the 
Knights of Honor, a fraternal order of 
£t. Louis, on the ground of alleged ‘in- 
solvency. The membership of the or- 
der fell from 47,875 in 1910 to 15,169 
cn January first of this year. 
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HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 
(Incorporated by the State of New York) 
=== Of de. P 
The Company By the Aes 
————— For the People 
The Daily Average of the Company’s 
Business during 1914 was: 


626 per day in Number of Claims Paid 


8,040 per day in Number of Policies 
Issued and Revived. 


$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 


$305,754.00 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$161,826.87 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








Southern Life 


Insurance in Force. 


Is Paying its Policyholders over ......... 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1914: 


Payments to Policyholders since Organization,..... saa ent ed rhea 15,423,933.48 


GOOD TERRITORY FOR LIVE AGENTS 


Company 


‘ “00 


--«ses++1,250,000.00 annually 








WILLIAM N. COMPTON 


General Agent 
Metropolitan District 
St. Paul Bidg., 220 Broadway 
NEW YORK, N. Y. 


DETERMINATION and ENERCY 


never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 
OF THE 







INSURANCE COM 
OF BOSTON MASSACHUSETTS 








W. D. Wyman, President 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 


New policies with modern provisions 


Attractive literature 
W. S. Weld, Supt. of Agencies 











A COOD OPENINC 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York Oity 








Notice has been served on the City 
of Rochester that the German Insur- 
ance Company would hold it respon- 
sible for the damage which was caused 
tothe insurance building by blasting 
in the street. 


In a clever talk to accident agents 
R. P. Shorts said recently: “Are you 
conducting an insurance agency—or a 
collection agency?” The talk was 
aimed at agents who spend most of 
their time on collections. 





ee eee ee 





10 


THE EASTERN 


July 30, 1915. 





THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; B. F. 
Hadley, Vice-President; W. L. Hadley. 
Secretary. The address of the officers 
is the office of this newspaper. — Tele- 
phone 2497 John. 

Subscription Price $3.00 a year. Single 
copies, 15 cents. 

Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 8, 1879, 











CONGRATULATIONS, MR. AYRES! 

In the old days a certain type of 
newspaper editor was in reality only 
a detective who ran a newspaper as a 
blind for bigger game. A large part 
of his work was devoted to ferreting 
out information the possession of which 
would give him power over some man 
with money. If well paid he would 
keep confidential the knowledge gath- 
ered by sleuthing. Often, the informa- 
tion gathered lacked authenticity, was 
composed of half-baked facts or even 
suspicions, but rather than have these 
published, with resultant scandal, the 
victim paid hush money. 

It had been supposed that such prac- 
tices were eradicated from insurance 
journalism, but there is now disclosed 
the case of an Indianapolis “editor” 
who tried to blackmail Clarence L. 
Ayres, president of the Northern As- 
surance Company, of Detroit, and ~ac- 
cepted marked bills not knowing that 
detectives were in an adjoining room. 

The Eastern Underwriter congratu- 
lates Mr. Ayres for displaying nerve 
in not only stopping such a swindle, 
but in doing it to the accompaniment 
of publicity which will put a sharp 
check on these practices. It is not 
pleasant to be paraded on the front 
page of a newspaper but Mr. Ayres 
waved aside his personal feelings and 
let the trap be sprung with ingenuity 
and success. 

It would help the insurance business 
if more men showed Mr. Ayres’ back- 
bone aud shut down absolutely and 
emphatically on all kinds of holdupery. 
While there are not many Matson cases 
there still continues a more subtie type 
of editor who cannot resist the oppor- 
tunity of printing a fling at some com- 
pany which does not contribute to his 
support. 

The time is rapidly going by when a 
newspaper can be operated with any 
other motive than that of serving a 
legitimate, constructive interest. The 
principal motive and the only motive 
for publishing an insurance paper 
should be to elevate, instruct and inter- 
est insurance men. It should not play 
favorites; it should never use a club. 
There stould be no motive behind any 
story, except that for the general good 
of the business. 





Charles E. Ward of the Preferred 
Accident has just returned from a short 
trip to eastern Pennsylvania. 


THE “EASTLAND” HORROR 

The records of disasters on. water 
contain no other such horror as the 
capsizing of the pleasure steamer “EHast- 
land.” It is notable that the greatest 
water-travel catastrophes of all time 
have occurred within the past three 
years. All the safety features of mod- 
ern ship construction, government regu- 
lation and official inspection, cannot 
prevent the loss of 1,500 lives from a 
vessel, moored practically in the streets 
of a great inland city. Safety is not a 
condition; it is only a word. There is 


no safety. There is only insurance 
against the inevitable percentage of 
loss. 





OVER-REGULATED 

Speaking before a gathering of agents 
the other day on the financial side of 
life insurance administration, George C. 
Markham, president of the Northwest- 
ern Mutual Life of Milwaukee, remarked 
that 25,000 miles of railroad lines in 
the United States are in the hands of 
receivers at this time. Of course, rail- 
roads that are in receivers’ hands do 
not pay dividends or interest maturi- 
ties, and considering the extent to 
which the insurance companies are 
holders of railroad bonds, the present 
over-regu!ated condition of the railroad 
business is of considerable importance 
to the insurance companies. 

Successful insurance company admin- 
istration is often a matter of great ef- 
ficiency in small matters. In life in- 
surance especially is the income of the 
company refiected directly in the cost 
of insurance to the policyholder. The 
amount of loss due to defaulting inter- 
est would not be serious to the com- 
panies, of course, from the standpoint 
of their solidity, but losses that are re- 
flected in the premium charges become 
a matter of great importance to the 
policyholder and would affect the vol- 
ume of business of the company. 

Several railroads which were regard- 
ed not many years ago as among our 
great systems have within the past 
few years fallen in earning capacity 
so far as to be threatened now with 
huge assessments on the stock, which 
it is believed will ultimately have to be 
supplied by the bondholders instead. 
What the loss; may amount to may be 
roughly estimated from Mr. Markham’s 
further statement that his company’s 
loss due to defaulting interest during 
the year from railroad bonds, was 
$200,000. Mr. Markham concluded his 
remarks on the subject with this com- 
ment: 

“Insurance companies hold millions 
of dollars in railroad bonds and when 
additional burdens are placed on the 
railroads, they fa'l on the bondholders 
and ultimately the policyholder is the 
loser. During the past ten or twelve 
years the railroads have been at the 
mercy of the politicians.” 





SCRANTON LIFE NEW BUILDING 

The Scranton Life, of Scranton, Pa., 
has been granted a permit to erect its 
new home office building at Adams 
avenue and Spruce street, the estimat- 
ed cost of which is $285,000. ‘ 





F. H. Kingsbury, general superin- 


tendent of the Globe Indemnity, is at 
Oak Bluff, Mass., on his vacation, and 
is expected to return to the home office 
on July 26: 











CHARLES E. CAWL 





Charles E. Cawl, of Roselle Park, N. 
J., is being pushed as a candidate for 
the presidency of the $200,000 club of 
the Mutual Life which meets in San 
Francisco, August 24 and 25. He wrote 
about $600,000 last year, nearly $400,000 
being in the Mutual Life. Mr. Cawl is 
with the Newark agency of the Mutual, 
an agency, by the way, which will send 
four men to the $200,000 club. The other 
three are W. Reginald Baker, Madison, 
N. J.; Edward A. Marks, South Orange, 
and William T. Broome, Montclair. 

Mr. Cawl graduated from the home 
office to the field. He is a good public 
speaker, has mixed some in politics, and 
has written many prominent men. 

In addition to the Newark contin- 
gent which stands solidly for Mr. Cawl, 
a number of the prominent Mutual Life 
writers in different sections of the 
country have endorsed him for the 
presidency. Mr. Cawl has proved his 
executive ability, is at home as a pre- 
siding officer and has a reputation as a 
speaker on the successful selling of 
life insurance. 


James (Traymore) Westervelt, 
special agent of the Niagara Fire, was 
one of the interesting figures in at- 
tendance at the Middle Department as- 
sociation’s meeting in Atlantic City last 
week. Mr. Westervelt made the trip to 


the coast in an automobile, accom- 
panied by companionable Col. Jim 
Hodges, of the Commercial Union. 


While others of the party were in the 
surf, which had been purified the previ- 
ous week by Harry Thaw, Mr. Wester- 
velt was demonstrating his ability as a 
marksman and Skee Ball pegger along 
the boardwalk. 


” . s 


Frederick L. Hoffman, LL. D., statis- 
tician of The Prudential, who is on the 
Pacific Coast, having prepared the Pru- 
dential’s fine exhibit at the Exposition, 
will devote some time to a special in- 
vestigation of industry hazards in the 
West. Dr. Hoffman is recognized as 
one of the foremost statisticians of 
the world and the results of his investi- 
gation will be awaited with great in- 
terest. 


C. A. Plamanon, a Chicago compen- 
sation insurance man, lost his life on 
the Lusitania. Some relatives died in 
the Iroquois disaster, and a member of 
the family was drowned when the East- 
land turned turtle. 


President William C. Baldwin of the 
Pittsburgh Life & Trust, who recently 
underwent an operation at Johns Hop- 
kins Hospital, Baltimore, has returned 
to his home and is now progressing 
satisfactorily. 





— 


Lemuel G. Hodgkins, who has been 
made manager of the Massachusetts 
Workmen’s Compensation Rating and 
Inspection Board, is Deputy Insurance 
Commissioner of Massachusetts. Mr. 
Hodgkins is one of the best types of 


self-made insurance supervising offi. 
cials, i. e., instead of getting into the 
Department through politics he ep. 


tered as a messenger boy, and worked 
his way up to be the right hand man 
of Commissioner Hardison. Mr. Hodg- 
kins is in every sense of the word a 
student of the business. He is familiar, 
of course, with all three branches. 
When the Commissioners decided to 
appoint a committee of five to confer 
with the Actuarial Society of America 
about a new mortality experience table 
for life insurance, Mr. Hodgkins was 
made a member of the committee. 
e . o 


Edward Bunnell Phelps, editor of the 
American Underwriter, whose death 
was recorded in the daily papers on 
Saturday, was best known as a com- 
piler of interesting statistics. These 
included publications on war risks, 
tropical hazards and infant mortality. 
Sometime ago he used the European 
war as the basis for data showing that 
the public is entirely wrong in beliey- 
ing that the actual number of men 
killed on the battlefield is great. He 
compared the killed at Gettysburg with 
the number of men who die normally 
between certain ages, the deduction be- 
ing a good argument for life insurance 
agents. Mr. Phelps was a Yale man. 
In his early years he was on daily 
papers. His first insurance paper was 


called Thrift. 
ee ee 


John H. Meyn, president of the newly 
incorporated firm bearing his name has 
a most unique record in the agency 
field. After being with the Hanover 
Fire in their New York office for ten 
years Mr. Meyn decided eleven years 
ago to open up a business for himself. 
He started in the East New York sec. 
tion of Brooklyn about six miles from 
the insurance center. At present Mr. 
Meyn controlls a large amount of the 
business of the section. Last year he 
wrote over $150,000 worth of insurance. 
D. H. Von Glahn, secretary and treas- 
urer of the new corporation is the son 
of a wealthy grocer and when he en- 
tered the firm this year brought with 
him a large amount of business from 
the market section of the city. Mr. 
Meyn is agent for the Royal, Williams- 
burg City Fire, Massachusetts Fire, 
New Jersey Fire, German American of 
Pittsburgh, Detroit Fire and Marine, 
Union Insurance and the Teutonia. 
Peter Horn, underwriter of the concern, 
was with the German-American for 20 
years. 
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Perez F. Huff, who has long had a 
reputation as a bright particular star 
in persona! production of business in 
New York where there is a veritable 
constellation of stars, has just added 
new lustre to his record by passing all 
of his previous high marks. Recently 
Mr. Huff connected with the Travelers 
as general agent in New York for the 
life department. His paid business for 
that company up to July 1 has given 
him the rank of sixth among the lead- 
ing personal writers of that company 
from January 1 to July 1, 1915, which 
means that Mr. Huff’s personal busi- 
ness for one month, ranks sixth in com- 
parison with seven months’ work of all 
the agents of the Travelers for the 
United States. The fact that Mr. Huff 
devotes the greater part of his time de- 
veloping a large staff of agents makes 
the achievement all the greater. 

see 


Gerald Bunker, agency director of 
the National Casualty of Detroit, is on 
a trip through the east and visited the 
New York office of the company last 
Friday. 
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J. J. HOEY WITH CONTINENTAL 


TO BECOME EXECUTIVE SPECIAL 





Second Deputy Superintendent of Insur- 
ance Long Prominent in the Busi- 
ness and in Legislature 





James J. Hoey has tendered his res- 
ignation as Second Deputy Superintend- 
ent of Insurance, of New York, effect 
August 1, to become Executive Special 
Agent of the Continental Fire Insur- 
ance Company of which Henry Evans 
is president. 

Mr. Hoey has held the position of 
deputy superintendent of insurance 
since May 1, 1912. Previous to that 
time he was for ten years actively en- 
gaged in the insurance brokerage busi- 
ness. From 1907 to 1911 inclusive he 
was a member of the Assembly and 
served on the Insurance Committee, 
first as a member and later as chair- 
man. Mr. Hoey has always taken a 
deep interest in insurance problems 
and was responsible, while in the Legis- 
lature, for many amendments to the 
insurance laws. He introduced the reso- 
lution which brought about the appoint- 
ment of the Merritt Committee which 
investigated the subject of fire insur- 
ance and subsequently introduced and 
secured the enactment of the laws rec- 
ommended by that committee. 

Mr. Hoey’s work as second deputy in 
the department has been marked by 
an energy and executive ability that 
has rarely been brought to that office. 
His long experience in the insurance 
business made it possible for him to do 
most effective work in charge of the 
New York office. 

Mr. Hoey goes with a company that 


will offer wide scope for his knowledge 
and experience in underwriting as well 
as his marked ability as an executive, 
which was demonstrated during nis of- 


ficial connection with the Insurance 
Department. 





AGENT HELD LIABLE FOR LOSS 





Responsible for Business Placed With 
Unlicensed Company, Kentucky 
Appeals Court Decides 
A fire insurance agent is. responsible 
for a loss where the insurance has been 
placed in an unauthorized company, ac- 
cording to an opinion just handed down 
by the Kentucky Court of Appeals. 
Vaughn & Blackwell of Louisville, 
placed a risk with the Franklin Fire of 
Delaware, and when loss occurred the 
company refused to pay. The assured 
brougiut suit ana in rendering the deci- 

sion the Court said: 

“We therefore conclude that, where 
a loss is sustained which is insured 
against by a policy in a foreign insur- 
ance company which has no authority 
to do business in this State, and refuses 
to keep its contract to pay the loss, or 
is insolvent, there can be no doubt that 
the agent through whom the insurance 
was secured, if duly appointed by the 
company, is liable for the loss; and any 
one through whose aid and assistance 
such company places a policy of insur- 
ance in this State, and thereby makes 
himself an agent of such company, as 
provided in Section 633, Kentucky 
Statutes, and who has no license to act 
for such’ company, is liable for loss un- 
der any policy which he aided or as- 
sisted in procuring for such company, 
unless the insured, at the time such 
Policy was procured, knew that such 
Person was not an agent of such com- 
pany, and knew that the company was 
hot authorized to do business in this 
State, and the person aiding and assist- 
ing, as above stated, did so merely as 
&n accommodation for the insured.” 








CARR WITH AMERICAN EAGLE 





Inspector for Jameson & Frelinghuysen 
to be Examiner in West—Suc- 
ceeded by E. H. Gray 





H. A. Carr has resigned as special 
agent and manager of the inspection 
department of Jameson & Frelinghuy- 
sen to become an examiner for the 
American Eagle Fire in the western 
field. Mr. Carr has not been assigned 
to any definite territory as yet, but 
he will report to the American Eagle 
on Monday. 

Mr. Carr left the Jameson & Freling- 
huysen office on Tuesday and will make 
the remainder of the week his vacation. 
He has managed the inspection depart- 
ment of Jameson & Frelinghuysen for 
about three years, previous to which 
he was connected with the Ohio Inspec- 
tion Bureau for five years. 


E. H. Gray has been promoted to suc- 
ceed Mr. Carr as head of the inspection 
department of Jameson & Freling- 
huysen. 





HOME LEADS IN CITY RETURNS 





Gains First Place for Half-Year— 
Only Company to Show Increase 
Over Last Year 





The Home of New York has the dis- 
tinction of occupying first place in 
amount of premium receipts from New 
York City during the first six months 
of the current year, according to the 
figures compiled by the Journal of 
Commerce. The Home, by attaining a 
six months’ premium return from the 
city of $606,757, thus passes the Liver- 
pool & London & Globe, which has held 
first place for a number of years. The 
Liverpool & London & Globe had a pre- 
mium income from the city during the 
half year of $557,224. Last year for the 
similar period, the Liverpool & London 
& Globe had returns of $593,575 and the 
Home, $542,826. 

The Home has the further distinction 
of being the only company showing a 
gain in premium returns over the same 
period last year. This gain amounts 
to $53,931. Some of the other compa- 
nies and the amount of premium re- 
turns follow: German-American, $377,- 
£97; Continental, $168,699; Fidelity- 
Phenix, $124.688; Sun Ins. Office, $112, 
364; Phoenix of Hartford, $101,845; 
Springfield F. & M., $75,896; Buffalo 
German, $22,933; Stuyvesant of N. Y., 
$28,113. 





RETURN INSURANCE TAX 





City of Erie, Pa., Forced to Repeal Tax 
Ordinance by Act of 
Legislature 





The city council of Erie, Pa. has or- 
dered warrants drawn in the sum of $15 
each in favor of a number of insurance 
companies. 


The warrants represent a return of a 
license tax that had been paid to the 
city by the companies in compliance 
with an ordinance recently passed. 
This ordinance was repealed by the act 
of the assembly which prohibited munic- 
ipalities from assessing such a tax on 
insurance companies or their agents. 





WOODWORTH AT SAN FRANCISCO 


‘At the sessions of the World's Insur- 
ance Congress at San Francisco, during 
the first week, Ex-president C. H. 
Woodworth will represent the National 
Association of Local Fire Insurance 
Agents and deliver an address. This 
means that for the first time in the 
history of the National Association, of 
which Mr. Woodworth is a charter 
member, he will be absent from its 
annual convention on duty for the As- 
sociation elsewhere. 
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NATIONALUNION 


FIRE INSURANCE Co. 
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A fire insurance policy is an agreement which implies 
service. The quality of that service depends upon the Comp- 
As to that, look to its past per- 
formances and its financial resources. Investigate the scope 
and character of its operations. Refer to the experience 
and equipment of its officials, the personnel and standing 
of its directorate. An agent’s position is no less reflected 
by the character of the companies he represents than is the 
prestige of a company by the nature of its representatives. 

The National Union is a service company. 
so through careful selection of its representatives. It has 
survived the most disastrous conflagrations in history, under 
the stress of which it has honorably met every obligation. 

Experienced agents find this Company a valuable asset 
and we welcome correspondence concerning the extension 
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AUTOMOBILE FIRE SPRINKLER LEAKAGE 


VULCAN INSURANCE CO. 


89 FULTON STREET 


Automobile Rates 





NEW YORK 


On gasoline power private pleasure automobiles and commercial vehicles such as delivery 





wagens and trucks based « on Manufacturers’ Original List Prices 





k . , , | Rates for Rates for policy 
NOTE Lint of omeant of irnes incede| “iNeLoDIRC” | "ESvERING 
tisnal Equipment and Additional Bodies rules. oct oae. = only 
This year and next year models in hands of ciginel 
owner 
Original List Price — $3,500 and over .........- 1.20% 1% 
Original List Price — $1,500 to $3,499 .........- 1.30% 1% 
Original List Price — Under $1,500............. 1.50% 1% 
Insure for not more than 90% of cost not less than 702% 
Original List Price. Min. Prem. $7.50 Min. Prem. $5.00 
Last year medds in bende of original owner (One 
year old) 
Oniginal List Price — $3, 500 and over.... «+++ 1.20% 1% 
Insure for not more than 80% nor less than 50 | 
Onginal List Price — $1, Sook 33499. eer 1.50% 1% 
knew i nat move thas 70% nor less than 50 
Original List Price — Under $1,500 .. ......... 2.25% 1.75% 
Insure for not more than 60% nor less than 50% Min. Prem. $10.00 Min. Prem. $5.00 
~ VULCAN INSURANCE COMPANY'S 
Renewals only. 
Year before last models in hands of original owner 
(Two ears old) 
ist — eee tal once heawesewaee 1.90% 1.40% 
Insure for not oo 
Price “$i 500 Pee ee 2.95% 2.45% 
Insure for net more 
Onginal List Price — Onder ach av enya 3.50% 3% 
40% Min. Prem. $10.00 


Insure for not more than 








SEND FOR COMPLETE RATE SHEET 


Liberal Adjustments 
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ST. PAUL F. & M. FIGURES 


A GOOD SIX MONTHS’ SHOWING 





Minnesota Company in its Fiftieth 
Year of Successful Underwriting 
Operation 





The St. Paul Fire & Marine, of St. 
Paul, continues on its way* rejoicing. 
The one hundred and first semi-annual 
statement of the company has just 
been published and it discloses an in- 
crease in assets of nearly $1,000,000 
over the January 1, 1915 figures, and 
an increase of over $100,000 in the net 
surplus account. 

President Discusses Statement 

Discussing the showing made during 
the first six months of this year, in a 
letter to the field men of the company, 
President F. R. Bigelow stated that 
after six very good years in their hail 
department, that that branch of the 
business had run very badly, while the 
fire business was the best they had had 
for many years, and the marine busi- 
ness the best six months in the history 
of the company, and the automobile 
department also made a very credit- 
able showing. Mr. Bigelow said that 
the operations of the three depart- 
ments last namea above, together with 
the interest account enabled’the com- 
pany to take care of. the enormous hail 
losses, meet their semi-annual divi- 
dend, and make the noted substantial 
increase in their surplus. 

Company's Resources 

The net premiums of the company 
for the first six months were nearly 
$4,500,000. For the past five or six 
years the annual statements of this 
company have shown a_ consistent 
growth and placed it in its present 
strong position. On June 30th the re- 
sources of the company were as fol- 
lows: Assets, $11,133,771.56; reserve 
for unearned premiums, $5,271,029.26; 
reserve for unadjusted losses, $1,134,- 
491.38; reserve for taxes, $100,000.00; 
special reserve, $250,000.00; reserve for 
all other liabilities, $55,885.38; capital 
stock, $1,000,000.00; net surplus, 
$3,322,365.54. 

Growth in Ten Year Periods 

The company was organized in 1865 

with a cash capital of $75,000.00, in 
Total Net 
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DIAMOND MATCH COMPANY FIRE 

R. W. Campbell, manager of the in- 
surance department of the Diamond 
Match Company, reports that the loss 
as a result of the fire in the Oswego, 
N. Y., plant of the company last Satur- 
day night was $150,000. Mr. Campbell 
returned to his office from Oswego on 
Wednesday without discovering the 
cause of the fire. The plant was in- 
sured for $410,000 which is placed by 
Marsh & McLennan. 


INSURANCE BILL KILLED 

The Bennett Bill which was proposed 
to give the insurance commissioner 
power to regulate fire insurance rates 
was killed in the Wisconsin Assembly, 
last week. Assemblyman Carl Hanson 
in opposing the bill said that it was 
another plat to create a “horde of office 
holders.” 
GUARDIAN OF LONDON CHANGES 

George W. Reynolds has been ap- 
pointed secretary and general manager 
of the Guardian Assurance of London. 
R. W. Campbell Davidson has been ap- 
pointed fire manager succeeding A. J. 
Relton. 


NOT TAKEN BY GLOBE & RUTGERS 

A report that the Globe & Rutgers 
had re-insured the business of the Ger- 
man of Peoria has been current for 
several days but this is denied by an 
officer of the company. 


EXCHANGE TO ISSUE MANUAL 
(Continued from page 1.) 


the work of compilation as fast as they 
are arrived at, instead of ho'ding back 
the entire manual for the completion 
of every part of it. It is, therefore, pro- 
posed to issue in bulletin form, at in- 
tervals, separate subdivisions or titles 
of these rules as fast as they can be 
prepared for such publication. These 
bulletins will be printed on paper like 
this sample, numbered independently of 
the regular daily bulletins of the Ex- 
change and headed as above. 
“Exchange members, brokers, sched- 
ule men and others interested are asked 
to report to the manager such omis- 
sions, errors, inconsistencies or other 
features deserving of criticism as may 
be revealed in the course of this publi- 
cation. The intention is to draw, not 
only from the bulletin and circular rul- 
ings of past times and from the note 
books of raters, but also from the 
various schedules of the Exchange, from 
hand book provisions dealing with rat- 
ing methods (as distinct from rules 
governing members), from the several 
pamphlets issued by the Exchange 
(dealing with rules for watchman serv- 
ice, firepails and extinguishers, etc.), 
and from the rules and published stand- 
ards of the New York Board of Fire 
Underwriters and the National Board 
of Fire Underwriters, so far as they 
are applicable, the entire body of work- 
ing rules of the Exchange as applied by 
its raters and interpreted in its daily 
correspondence and counter service. 
“Unless and until amende1 by subse- 
quent ‘Rating Rules Bulletins,’ these 
several rulings supersede previous 
statements, in any form, of the prac- 
tice and requirements of the Exchange, 
so far as concerns the titles and sub- 
jects they deal with. For example, the 
whole body of rules of practice of the 
Exchange governing the subject of ap- 
plications for ratings, and the corre- 
lated subject of ratings made without 
application, is intended to be covered 
in the appended ruling on that subject.” 





ZIP! JUST LIKE THAT! 


Right Away Johnstown (Pa.), Wanted 
Lower Rates, When Sargent Inno- 
cently Complimented Fire Dept. 
Johnstown, Pa.—F. A. Sargent, secre- 
tary of the middle district of the Un- 
derwriters’ Association, with offices in 
the Swank Building in this city, hap- 
pened to remark the other day that 
the Johnstown fire department had 
shown its efficiency by the low fire loss 
experienced by the city. Right away 
there began to be some inquiries as to 
whether the insurance rates were not 
soon to be reduced, because of the 
nice fire department and the goodnes;3 

of Providence. 

Mr. ‘Sargent hurriedly pointed out that 
Johnstown enjoys about the lowest fire 
rates in the State and that the city 
has some bad frame hazards. Mr. 
Sargent said the rates at Johnstown 
are 90 cents per thousand lower than 
at Altoona. He further said that the 
city needed a building inspector badly, 
and promised a couple of good fires 
due to frame construction. 


DAVIS GOES WITH AETNA 


Arthur B. Davis has been appointed 
special agent for the Aetna in North 
Dakota, taking effect August 1. He 
has been with the Liverpool & London 
& G'‘obe in the field for the past four 
years and previously was with the St. 
Paul in its home office and with the 
Minnesota and North Dakota Rating 
Bureau. 


Business men at Lansford, Pa., who 
became interested a couple of years 
ago in the Canadian Mutual Fire, plac- 
ing their insurance with that concern, 
have now been assessed more than 
three times their original contribution 
in order to liquidate the claims of the 
concern. 


EASTLAND HEAVILY INSURED 


DAMAGE ESTIMATED AT $25,000 


Insurance Placed by Chicago Firm— 
Mostly Carried by Lloyds—Owners 
Said to Carry Limit 





Although the amount of loss on the 
hull insurance in connection with the 
capsizing of the steamer Eastland will 
not be extensive, probably not much 
over $25,000 according to some esti- 
mates, it is reported that the owners 
carried the limit of indemnity on the 
vessel which was insured for $150,000. 

The risk was placed by a Chicago 
firm of marine underwriters, John 
Prindeville & Sons. The greater part 
of the line it is understood was placed 
abroad and the United States Lloyds is 
believed to have one of the largest 
lines. 

All that the marine underwriters are 
required to do is to raise the boat, re- 
pair it and turn it over to the owners. 
It is estimated that $25,000 will easily 
cover this cost, including new plates 
for the sides and new furnishings. 


GASOLENE STORAGE TANKS 





Progress of Indiana Campaign To Place 
Them Under Ground—How Law 
Applies 





The offices of the Indiana State Fire 
Marshal are being flooded with in- 
quiries from over the State as a result 
of recent wholesale orders to retail 
dealers that gasolene storage tanks, 
containing more than ten gallons, must 
be placed under ground. Forty days’ 
notice heve been given in a large num- 
ber of cases and prosecutions are to be 
pressed if the order is not obeyed. 

A large number of communications 
have been received from private owners 
of gasolene—many being out-of-town 
owners of automobiles who buy gaso- 
lene in large quantities and store it in 
light metal tanks or ordinary oil bar- 
rels. John W. Minor, Jr., Deputy State 
Fire Marshal, states that thus far the 
efforts of the Department have been 
confined to seeing that the gasolene 
handled by retailers is safeguarded. 
The law is being enforced in this re- 
gard as it has been shown to be by far 
the major risk or fire hazard. 
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Reduces Rates, Protects Property 
and Saves Life 


The “Relc’ Stationary Chemical Engine connected to inte- 
rior standpipe and hose systems, employing small piping, 
with the customary number of outlets on each floor of a 
building furnishes an effective defense against fires that can- 
not be extinguished with portable cpparatus. 


It has been used successfully to supply Automatic Sprinkler 
Systems in the more hazardous parts of buildings, where 
fires cannot ordinarily be controlled by water alone. 

The principle of the “RELC’ Chemical Engine has been en- 
dorsed by the Underwriters’ Laboratcries, Inc., Chicago, 
Ill., and reductions have been made in fire insurance rates 
for this protection where application for credits have been 
made to the proper rating organization. Send for catalogue. 


Relc Extinguisher Corporation of America 
95 William St., NEW YORK Empire Building, ATLANTA, GA. 
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FULL PROCESS KNITTING MILLS 


By Ralph G. Potter, Secretary Underwriters’ Association 
of New York State 








Among the various classes of manu- 
facturing risks, no class has so few de- 
partures or variations from a general 
type as full process knitting mills; and 
where the variations are found, they 
ar more apt to be in the character of 
the raw stock, relative locations of haz- 
ards and the extent and efficiency of 
the fire protection, than in the construc- 
tion of the plant or in the processes and 
hazards themselves. 

The typical full process mills, as they 
are found in New York State, are usu- 
ally from two to three stories in height, 
with attics and basements, and with 
ground areas aggregating from 5,000 to 
10,00) square feet. The boiler and 
picker houses usually adjoin and com- 
municate with the main building and 
as a rule are fairly well cut off by fire 
goors, though occasionally both hazards 
are found within the main building. 
The buildings are mostly of a fair to 
good type of slow burning or mill con- 
struction, with brick walls, 3 in. to 4 in. 
floors supported by heavy beams and 
posts, square or peaked roofs, covered 
with slate or metal, brick towers for 
stairs and elevators, although frequent- 
iy the elevator is in the main building 
and guarded by automatic traps only. 
The advantages of the slow burning 
type of construction are considerably 
modified by the inside elevators, by 
numerous belt holes and by the open 
spool hoists from card rooms to spin- 
ning rooms. It is only fair to say, how- 
ever, that while the last named features 
are undoubtedly defects, they have had 
little or no influence on the results of 
the knitting mill fires that have come 
under the writer’s observation. It is the 
exception to find a knitting mill with- 
out more or less complete automatic 
sprinkler protection and in no class of 
risks have automatic sprinklers more 
thoroughly demonstrated their effi- 
ciency. 

The arrangement of the various pro- 
cesses is governed more by the desire 
to secure economical handling than to 
limit fire waste and water damage, as 
the following outline of the occupancy 
of an average mill will show. In the 
basement it is customary to place the 
wash and dye rooms and when inside, 
the boiler and engine room and some 
times the picker room. The first floor 
is usually devoted to cutting and fin- 
ishing and storage and shipping rooms; 
the second carding; the third to spin- 
ning and knitting, and the attic to 
board drying or storage of odds and 
ends. 

The Picker Room 

The raw material receives its first 
treatment in the picker room. The 
stock used varies greatly, ranging from 
95 per cent. pure fleece wool, with 5 
per cent. cotton, to clear cotton. By 
far the greater number of mills are now 
using cotton exclusively and the ten- 
dency for several years past has been 
toward a lower grade of stock, due to 
the growing popularity of cotton under- 
wear, especially the fleece lined variety. 
Where a cheap garment is made and 
alow grade of stock is used, the treat- 


Ment in the picker room is limited to 


passing it through a duster or willow 
and a mixing picker which only serve 
to open it up and blend it, the batch 
going to the card room with more or 
less foreign matter still in it. If the 
product of the mill is of high grade, 
the picker room processes are complete 
and the stock is thoroughly cleaned by 
Passing through the lappers. It may be 
stated as an axiom that the more thor- 
oughly the stock is processed in the 
dicker room, the less the liability to 
fires in the card room. In other words, 


the grade of stock used and the quality 
of the mills’ output have a direct bear- 
ing on the desirability of the risk— 


for the lower the grade of stock, the 
less it is cleaned in the picker room 
and the greater the liability of a fire 
in the card room, with consequent loss 
on clothing of cards and on goods in 
the finishing and stock rooms usually 
located on the floors below. The aver- 
age picker room fire is of little moment 
when the room is cut off, as the area 
is restricted and the values small. Card 
room fires, on the other hand, are al- 
ways serious, as values are large and 
machinery very susceptible to water 
damage. 

The hazards of the picker room are 
the hazards of light, highly inflam- 
mable stock sometimes containing for- 
eign matter passing through high-speed 
machines. A fully equipped picker 
room centains a bur picker, mixing 
picker, a willower or duster, and lap- 
pers, which discharge the stock after 
it passes through them into gauze or 
blow rooms. As it is in these gauze 
rooms that picker fires usually develop, 
it is customary to thoroughly protect 
all the woodwork with metal. It is 
desirable, too, to have the ceiling of 
picker room covered with lock jointed 
tin. The raw stock is usually oiled 
before picking. Occasionally the oil is 
applied clear, but the general practice 
is to make an emulsion of oil, water 
and soda. As this oil must be washed 
out later on and is a dead loss, no more 
is used than is necessary to insure the 
satisfactory handling of stock. It is the 
writer’s opinion that the use of oil on 
stock has no very direct bearing on 
the fire hazards. Where cotton is used, 
the application of oil increases the ad- 
hesive tendency of the fibers and miti- 
gates the “fly” hazard in the card room. 
Sometimes, however, where mixtures of 
cotton and shoddy are used the stock 
is “mellowed” by piling it in alternate 
layers and sprinkling it with oil as the 
pile is built. There have been, it ts 
said, a few fires from spontaneous com- 
bustion, where stock has been left too 
long in this condition. The practice, 
however, is not a very common one. 
Some mil!s use rag pickers, but this 
hazard is such a pronounced one that 
they are almost universelly provided 
with special quarters outside of or ab- 
solutely cut off from the remainder of 
plant. Rag picker fires, like the regu- 
lar picker room fires, are due to foreign 
matter in the stock striking sparks as 
they pass through the machine. A 
rag picker should never be located in 
the mill, unless in fire proof room, and 
even then its presence should be con- 
sidered a defect in the risk. 


The constant desire of manufacturers 
to cut down the labor item has 
prompted some of them to transfer 
the prepared stock from the picker 
rooms to card rooms by means of 
blower systems. Indeed, in a few cases, 
the writer has seen a mixing picker so 
arranged that the stock was discharged 
directly into bins in card room. ‘The 
use of blowers for the purpose specified 
is objectionable. In the first place a 
hot bearing at the blower, which must, 
of necessity run at high speed, may 
communicate fire directly to stock bins 
in the card room. Again, the use of 
this piece of apparatus necessitates the 
presence of large stock bins in card 
rooms where the less the amount of 
raw material not in process, the better. 
There is little doubt, however, that the 
use of blowers for transferring stock 
will become more common, and it will 
become necessary for insurance engi- 
neers to provide specifications for safe- 
guarding this hazard as far as possible. 

The Card ‘Room 

The raw stock, after being cleaned 
and mixed in the picker room, is trans- 
ferred to card room for further treat- 
ment. The office of the card is to lay 





the fiber straight and form it into a 
loose roving, preparatory to the spin- 
ning process. Incidentally, the carding 
process cleans the stock more or less. 
Open wool cards are universally used 
for carding all kinds of stock, though 
occasionally they are supplemented by 
a few closed cotton cards. Wool cards 
have this advantage, that they can be 
used for either cotton or wool, while 
cotton cards are available for carding 
cotton only. Wool cards are in sets of 
three and are known as “first breaker,” 
“second breaker” and “finisher.” As 
the names indicate, the stock goes first 
to the “first breaker” and comes out at 
the “finisher” in the form of roving or 
loosely formed yarn. The “first break- 
er” of each set is usually provided with 
a “Bramwell Feed,” an automatic at- 
tachment for feeding the cards. This 
consists of a small bin for holding the 
stock, which is picked up by a slowly 
moving apron and transferred to the 
“licker-in-roll” of the card. There is 
usually a hood over the top of the Bram- 
well Feed. This apparatus saves labor 
undoubtedly, but at the same time in- 
creases the fire hazard, as will be shown 
later on. 


The chief cause of fires in card rooms 
is the presence of foreign matter in 
stock, which emit sparks when coming 
in contact with the rolls of cards. There 
is also a mild friction hazard in the 
bearings of the fancy rolls of cards 
which run at relatively high speed. The 
conditions which obtain in the card 
room are extremely favorable to the 
rapid spread of fire, for not only are 
the cards themselves covered with high- 
ly inflammable material, but more or less 
loose stock and “fly” accumulates on 
shafting, pulleys, belts and light wires, 
and furnishes an ideal vehicle for the 
rapid spread of fire. The quantity of 
“fly” present in a card room is governed 
very largely by the grade of stock 
used. Where wool or wool with small 
percentage of cotton is worked, there is 
little or no “fly,” the quantity of “fly” 
increasing directly as the grade of stock 
lowers from wool to all cotton and cot- 
ton waste. Card room fires usually 
start at the “licker-in-roll” of the “first 
breaker,” where the stock passes from 
the apron of the feed to the card and 
where for the first time after leaving 
the picker room, a foreign substance 
comes in contact with a rapidly moving 
metallic body. The spark once struck 
ignites the loose raw material and with 
a flash the fire spreads over the “first 
breaker” and follows up the apron into 
the batch of stock in the bin of the 


Bramwell Feed, and over the loose 
stock on the floor on the adjacent 
cards. It is seldom, even where the 


sprinkler protection is of the best, that 
at least three sets of cards are not in- 
volved. The sprinklers usually ex- 
tinguish the fire on top of cards, but, 
of course, are powerless to reach the 
loose material under them or the burn- 
ing stock under the hood of the Bram- 
well Feeds, and it is necessary to bring 
hose and fire pails into play at these 
points. The bins of the Bramwell 
Feeds play an important part in all 
card@ room fires, because of the amount 
of stock which they contain and the in- 
ability of water from sprinklers to 
reach it. Where the old method of 
feeding cards from laps placed on an 
open apron is used, all of the stock ex- 
cept that under the cards is within 
reach of water from the sprinklers. 
The results of a fire in the card room 
are always serious, as the cylinders of 
the cards are of wood and when wet 
warp out of shape and the card cloth- 
ing is likewise very susceptible to water 
damage. Then, owing to the location 
of the finishing room under the card 
room, there is usually more or less 
water damage to the stock therein. 

The writer would make the following 
suggestions for guarding against card 
rcom fires and minimizing the damage 
therefrom. Stock should be cleaned 
thoroughly in the picker room and as 
small an amount of loose stock should 
be kept in the card room as the exigen- 
cies of the business will permit. The 
hoods of Bramwell Feeds should be en- 





tirely removed, if possible, or reduced 
to as small an area as the proper work- 
ing of the machine will permit. Failing 
in that, one sprinkler should be placed 
under the hood of each Bramwell Feed. 
To prevent an undue amount of “fly” 
the fancy rolls should always be hooded. 
Special attention also should be given 
to the lubrication of the bearings of 
fancy rolls. A complete equipment of 
waterproof covers should be provided 
for cards, in order that the cards not 
involved in a fire may be covered with 
them and needless water damage pre- 
vented. A similar equipment of water- 
proof covers should also be provided 
for stuck rooms and finishing rooms 
when located under the card room and 
the employes in both departments 
should be thoroughly drilled in their 
use. In the writer’s opinion, it is en- 
tirely feasible, also, to provide curtain 
partitions between the sets of cards. 
In two or three cases where old bur- 
laps were hung up between cards to 
prevent the mixing of different colored 
stocks, they proved to be very efficient 


fire stops, as they were promptly 
drenched with water by the first 
sprinklers that opened and confined the 


fire to the set of cards in which it orig- 
inated. So serious have the losses from 
card room fires become that the writer 
would suggest that specific charges be 
provided in rating schedules for the ab- 
sence of the foregoing safeguards. 
The Spinning Room 

The spinning in knitting mills is done 

by means of mules or jacks which con- 


sist of two parts—the fixed frame 
which supports the spools carrying the 
roving as it comes from the finisher 
ecards, and the carriage containing the 
spindles. The spindles are of steel and 
stand in a vertical position, the lower 
end or foot resting in a metallic step or 
socket. The wooden bobbins on which 


the yarn is wound fit over the upper 
ends of the spindles which project 
above the top of the carriage. The car- 
riage moves to and from the stationary 
section and alternately twists the yarn 
and winds it up on the bobbins. Each 
spindle is driven by a little belt from 


a shaft, which extends lengthwise 
through the carriage. 
Friction in the steps of the spindles 


and at the main journal or head of the 
mule is the most prolific cause of fire 
in this department. As the spindles re- 
volve with great rapidity, it is neces- 
sary to use quantities of oil in the steps. 
This in time is spattered throughout 
the interior of the carriage, as the 
spindles revolve, and, together with the 
lint and bits of yarn which are always 
present, forms an easily ignitable cov- 
ering over the entire surface of the 
carriage. The carriages should be 
given frequent and thorough cleaning 
and inspectors should always examine 
them and report upon their condition 

Fires in this department are not of 
frequent occurrence, nor are they as a 
rule the cause of severe loss, although 
occasionally one will get the best of 
the employes and spread outside of the 
mule carriage itself and entail a severe 
fire and water damage 

The Knitting Room 

The knitting department presents no 
peculiar hazards. More or less “fly” is 
made which, if allowed to accumulate, 
is a possible source of danger should 
the lighting apparatus be defective. 
The writer has seen but few risks, 
however, where this feature was worthy 
of mention. 

In some mills, a small stove is used 
for melting lead to cast about the ends 
of the needles used in the knitting cyl- 
inders. It should, of course, be pro- 
vided with the ordinary safeguards usu- 
ally thrown about such a device and 
preferably should be located in the 
boiler room. Kerosene and gasoline 
stoves are sometimes used, and while 
their use is to be deprecated, the writer 
does not recall a fire in knitting mill 
due to their presence. 

The Nappers 

The growing popularity of fleece lined 
underwear has brought into prominence 
the hazards of nappers and brushers. 

(Continued on page 14.) 
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NEW JERSEY NOTES 





PLACING BAYONNE OIL RISKS 


WANTED WAIVER OF RIOT CLAUSE 








Peculiar Hazards of District that Affect 
Large Area of Hudson Co.—An 
Underwriting Problem 





Although it would seem that the wis- 
dom of the framers of the Standard 
form of fire insurance policy as ex- 
pressed in lines Nos. 31 and 32: 

“This company shall not be liable for 
loss caused directly or indirectly by 
invasion, insurrection, riot, civil war 
or commotion, or military, or usurped 
power, or by order of any civil au- 
thority” 
properly protect the companies from 
severe loss on account of strike condi- 
tions due to differences between large 
oil companies at Bayonne, N. J., and 
their employes, with the accompanying 
riots, commotions and disorders, the 
situation brings to mind the question 
of possible loss under normal condi- 
tions which might occur in that sec- 
tion. 

The entire neck .of land known as 
“Constable Hook” south of the built-up 
section of Bayonne is owned and oc- 
cupied by the Standard Oil Company, 
Tidewater Oil Company, Pacific Coast 
Borax Company, Bergenport Chemical 
Works, General Chemical Company, Or- 
ford Copper Works, Vacuum Oil Com- 
pany, Federal Creosoting Company, R. 
G. Packard Shipyard and a few other 
private owners. The oil interests com- 
prise 75 per cent. of the entire area. 

Serious Hazard Involved 

As far as can be ascertained there 
is no insurance on Standard Oil Com- 
pany property with the exception of a 
few isolated buildings such as the kero- 
sene oil cannery. The Tidewater Oil 
Co. insures the contents of certain 
tanks. The Borax Works and the Cop- 
per Works have protected themselves 
from the oil exposure, particularly on 
their water front property. The oils 
handled, stored and shipped consist 
ef both the asphaltum and the petro- 
leum base, grading from the light prod- 
ucts such as benzine to the heavy lu- 
bricants, as well as various coal tar 
preducts. The processes of operation 
are typical cf n:odern methods of pro- 
dusticon and utilization ranging from 
distillation to canning and shipping 
with the hundreds of intermediate 
changes and combinations which mod- 
ern chemistry has made possible. ‘:he 
buildings are of varied construction, of 
frame and brick and the newer build- 
ings represent fire-resistive type. 

Earth oil and its products as an under- 
writing problem call for special treat- 
ment on account of the known inflam- 
mability, the volatile nature of certain 
lighter grades, the intensity of heat 
generated by oil fires, the workings 
of the laws of gravitation on liquid 
bodies and the absence of capable ex- 
tinguishing agencies. The radiated in- 
creased temperature from a _ burning 
tank of oil will cover an area of 200 
feet from tank to burning point of 
wood. (Tanks are usually encircled 
by dike forming basin equal to capac- 
ity of tank to prevent flowing of oil in 
case of rupture of tank.) 

The enormous quantities of oil and 
oil products concentrated within a rela- 
tively small area, flanked on either side 
by bodies of water present a distinct 
condition of environment effecting the 
entire longer point of Hudson County 
which deserve the careful study of 
the underwriting mind. 

This factor has been called to mind 
by the efforts of certain brokers to 
place for the account of the Vacuum 
Oil Company, during this week, a line 
of $1,500,000 upon a plant not previous- 
ly insured, with a waiver condition in 
form, nullifying the lines Nos. 31 and 
32 of the Standard policy form. 

The proposition has not appealed to 
the companies as an insurable subject. 


CHANGE IN MEETING PLACE 


ATLANTIC CITY NOT POPULAR 





Many Members of Middle Department 
Association Favor Another Loca- 
tion for Summer Meeting 





Ere the next mid-summer meeting of 
the Underwriters’ Association of the 
Middle Department is held, if the feel- 
ing strongly manifest at the recent 
gathering of that body at Atlantic City 
predominates, some place other than 
the city by the sea will be selected for 
the meeting. While Atlantic City pos- 
sesses many attractions for its visitors, 
they act as a general detraction from 
the good to be accomplished by a gath- 
ering such as this one. There are too 
many hotels, if members of a conven- 
tion do not stay under one roof. The 
prime motive of these summer meet- 
ings is to generate a better feeling and 
closer acquaintance among the field 
men, but with the members in attend- 
ance at a meeting domiciled in five or 
six different hotels during their stay, 
it ig mighty hard to accomplish any- 
thing tangible along the above line. 

There is much to be said in favor 
of holding the meeting at some place 
where those in attendance could all 
reside under one roof, and where the 
diversion which always forms part of 
the deliberations, is of their own mak- 
ing, and can be participated in by all. 

Urdinarily, the Middle Department 
meets in Philadelphia. 





NEWARK AGENCY DISSOLVES 

The firm of Terrill & Wordley, New- 
ark fire insurance agents, has been dis- 
solved and the business will be contin- 
ued under the name of James E. Word- 
ley. The agency represents the New- 
ark Fire, British Underwriters, Scot- 
tish Union & National, and Cleveland 
National Fire. 





FIRST NATIONAL APPOINTMENT. 

A. K. Boughner & Company, of New- 
ark, have been appointed agents of the 
First National Fire in that city as of 
July 16. 





‘FULL PROCESS KNITTING MILLS 


(Continued from page 13.) 

As the name indicates, the machine is 
designed to brush or pick up the sur- 
face of the knitted cloth producing a 
long nap or fleece effect. Quantities 
of “fly” are produced by these machines 
and unless an exhaust fan is attached 
to the machine, the finely divided fiber 
will cover everything in the room and 
accumulate in large quantities under 
the machine itself. So highly inflam- 
mable is this line that a spark caused 
by frictional electricity is sufficient to 
ignite it. The writer has in mind, in- 
deed, one severe loss from this cause. 

The napping and brushing machines 
should be by themselves in a metal 
lined room and the exhaust fan should 
discharge the lint into a box or small 
building outside of and cut off from the 
main mill. 

Drying 

Board drying is done in pretty much 
all the mills, but the hazards connected 
therewith are extremely mild. The gar- 
ments are stretched when moist over 
frames and then dried by steam heat, 
hence the term. Some lint is found 
in the board dry rooms, due to the con- 
stant handling of the garments and, 
where the management is slack it will 
accumulate on the steam heating pipes 
and in this way may cause a fire. In 
the best equipped mills, “Hurricane 
Dryers” with hot blast have supplanted 
the old style steam heated dry room, 
as they do the work more rapidly and 
take up but little room. The fire haz- 
ard of this type of dryer is due to the 
use of a high speed fan and is in no 
wise peculiar to knitting mills. 

Various methods for drying raw dyed 
and washed stock are used. The most 
common form of stock dryer consists 
of a wire screen with sides boxed in 
and with outside coils and fan at the 
end, the hot air being driven up through 
the stock. Occasionally the steam 


pipes are found directly under the 
screen. Both of these methods of dry- 
ing are objectionable, especially the lat- 
ter. The best arrangement is to have 
the steam pipes over the dryer and 
then by means of an exhaust fan, draw 
the hot air down through the stock. 

The knitted cloth, after washing, is 
dried by tubular cloth dryers. A hot 
blast from fan and steam coils is driven 
through the cloth, which is knitted in 
tubular form. There is probably a 
slight hazard attending the use of the 
fan, but the writer knows of no fires 
from this form of drying. 

The foregoing are the special hazards 
commonly found in knitting mills. In 
the cutting and finishing rooms only 
the common hazards of heat, light and 
power obtain. Occasionally, some ad- 
ditional hazards of a mild type may be 
found, due to some peculiarity of the 
product or unusual way of handling it. 
Such deviations are, however, very 
rare and have but little bearing on the 
general question. The writer in pre- 
senting these facts has made no attempt 
at a fine analysis of knitting mill haz- 
ards. Indeed, the hazards of either the 
card room or the picker alone could 
well be made the subject of a special 
paper. 

In closing, let me re-state a few facts 
already given in order that the more 
salient features of the full process mill. 
as it is found to-day, may be impressed 
on the mind of the reader. 

Other things being equal, the higher 
od grade of the output, the better the 
risk. 

The more complete the process in 
the picker room, the less the likelihood 
of fires in th card room. 

Avoid the mill using low grade cot- 
ton and cotton waste, especially if the 
picker room process is incomplete and 
the card room is over the finishing 
room. 

Irrespective of the character of the 
stock and the nature of the processes, 
the mill with the card room over the 
finishing room should, other things be- 
ing equal, be classed as less desirable. 
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1—Colonel James M. Hodges, Commercial Union; 2—Charles H. Knoche, St. Paul Fire & Marine; 3—Edward R. Buhler, Northern Assurance; 


4—H. 


Townsend Wilson, Northern Assurance; 5—Charles F. Enderly, New York Underwriters’ Agency; 6—J. H. Bonney, North British & Mercantile; 7 
R. E. Michaels, Glens Falls; 8—(Left to Right) Wm. G. Mockett, Connecticut Fire; H. W. Chapman, Springfield Fire & Marine; 9—Fred E. Benjamin, 


Insurance Co. of North America. 


Less than 1 per cent. of the recent 
tornado loss in Cincinnati and its sub- 
urbs was covered by tornado insurance. 
The loss to Cincinnati is estimated at 
$750,000, while the loss to the suburbs 
Will increase this to $1,000,000. The 
Plate glass losses were heavy, 


The Insurance Federation of Iowa 
adopted resolutions approving of a new 
fire insurance law and appointed a com- 
mittee to furnish information as to its 
provisions and enforcement. J. M. Jami- 
son, Joel Tuttle and F. L. Miner were 
elected officers for the coming year. 


The Hartford Fire has decided to is- 
sue policies protecting the tobacco 
farmers against loss or damage by hail. 


Receivers have been appointed for 
the Grangers Mutual Fire of Carroll 
County, Md. 


The call force of the Brockton fire 
department passed out of exist- 
ence following the recommendations of 
Chief Marston, who for years has in- 


sisted that the call force was an un- 
necessary adjunct. 


has 
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MOVE PLEASES LOCAL AGENTS !ND!ANAPoLIS GETS CONVENTION aan 
tat ee Natioral Association of Local Agents 


HAIL FIDELITY INCORPORATION 
See in Elimination of Underwriters a 
Solution of Old Agency Problem— 
Letters from Fieldmen 





The proposed incorporation of the 
Fidelity Underwriters into an independ- 
ent company with $1,000,000 capital 
and $1,000,000 surplus, has met with 
the hearty indorsement of the com- 
pany's agents and Henry Evans is in 
receipt of many letters from them com- 
mending the move. 

C. F. Hildreth, president of the Na- 
tional Association of Insurance Agents 
sent the following letter: 

National Association of Insurance 

Agents 
Office of President 
Freeport, Ill., July 10, 1915. 
Mr. Henry Evans, 
New York City. 
My dear Mr. Evans: 

I want to add my word of apprecia- 
tion of your action in incorporating 
the underwriters. 

The fact that this action has been 
taken so largely out of deference to 
agency views makes it none the less 
welcome. 

I have long recognized the fact that 
there was a substantial reason back of 
the existence of the institution in ques- 
tion as well as in a few other notable 
cases, but it was nevertheless a stand- 
ing invitation to other companies with- 
out such reason to enter the field and 
further complicate the situation, and 
your action must help to clear the at- 
mosphere. 

Again thanking you, I am, 

Yours very truly, 
Cc. F. HILDRETH. 

The following letters show the atti- 
tude of the field: 

Mr. Henry Evans, 

New York City. 
Dear Sir: 

1 was very glad to receive the circu- 
lar regarding Fidelity Underwriters. I 
knew that you would arrange matters 
when you got ready, and have always 
to'd the specials that such would be 
the case when subject was broached. 

But I am glad Continental is No. 1, 
and I wrote to some one at the home 
office a long time ago urging this ac- 
tion. 

Now if a few more of the big fellows 
will follow their leader the others can 
be handled. 

Yours truly, 
CHAS. E. GRANT. 

Worcester, Mass. 

Dear Mr. Evans: 

I am indebted to the press for the 
most welcome news that you are in- 
corporating a new company to absorb 
the business of the Fidelity Under- 
writers. 

This is another evidence that you 
have practiced for many years looking 
to the good of the agents everywhere 
It is a move in the right direction and 
I congratu'ate you and wish for the 
new company much success. 

Yours very truly, 
JOHN W. SCHEIBLE. 

Mobile, Ala. 

CORNELIUS D. DU BOIS DEAD 

Cornelius D. Du Bois, of the promi- 
nent insurance brokerage firm of Frank 
& Du Bois died very suddenly Tuesday 
at the Hotel Belmont. Mr. Du Bois 
entered the firm of Frank & Du Bots 
about 35 years ago, his uncle, Cornelius 
Du Bois being the senior partner. 

He was prominent in the business 
and at the time of his death was man- 
aging partner of the firm! Mr. Du Bois 
was sixty years of age. 


John C. Paige Co. 
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65 Kilby St. 








Boston, Mass. 





Convenes There Week of October 4 
—To Visit World Congress 


At a meeting of the Indianapolis As- 
sociation of Insurance Agents Thurs- 
day, July 22, the action of the members 
of the National Association in confirm- 
ing Indianapo’is as the place for the 
next annual convention on the date 
originally selected was reported. It 
was decided to rescind the vote where- 
by the original invitation was with- 
drawn and to act as hosts of the con- 
vention during the week beginning Oc- 
tober 4. 

The local agents of other States who, 
by a large majority have signified their 
preference for Indianapolis, will hail 
this announcement with satisfaction, as 
all hands will now take hold and make 
the “Twentieth Annual Convention” of 
the National Association at Indianapolis 
rival and exceed, if possible, the former 
successful meeting held in that city in 
1906. 

The headquarters of the meeting will 
be at the Claypool Hotel, the scene of 
the former meeting. This hotel has 
since been greatly improved and the 
facilities for the convention and com- 
mittee work are greatly increased. 
Railroads from all parts of the country 
converge and center in Indianapolis, 
and it is anticipated that there will be 





NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 Sal 


Agents Desired at Unrepresented Points 





THESE ARE THE “DOG DAYS” 

The brokers complain that these are 
the “dog days” in more respects than 
temperature and flea chasing. They 
say that there is a particular kind of 
“flea chasing” going on just now that 
is apt to leave stains on the binder. 
In the absence of new business, which 
is admittedly a scarce commodity just 
now, there is quite a little shifting of 
business on the books. A number of 
live wire brokers are getting new lines, 
but it is new business only in the sense 
that it’s new to that particular office, 
for it comes from some other fellow’s 
office. There are two ways of getting 
this kind of new business—biting it at 
the base of the tail until it gets up and 
lays down somewhere else; or offering 
better service. Both are indulged in. 





The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs 
for Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL 
SERVICE 


GENERAL OFFICES AND WORKS 
NEWTON UPPER FALLS, M..SS. 
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yog Central Buildin Seattle, Wash. 
Utica Fire Alarm Tetecrast Co., 


New York 
Boston, Mass. 
Chicago, Ill 


Pittsburgh, Pa, 





a fine representative attendance of lo- 
cal agents in October from the various 


Utica, N. Y¥ 





sections. 
Immediate steps will be taken to A. K. 


form a delegation of National Associa- 7 

‘ - ‘ nat i Col 1 Trad 

tion members to leave Indianapolis im- Fire wena: sme Automobile ca aepeselia ne Bt: ~~ g Panama 
mediately after the convention, for San pico acan ND VICINITY F P Danforth, 1060 Calle Rioja, 


Francisco to attend the World’s Insur- 
ance Congress and confer with dele- 


38 Clinton Street 
gates from the Pacific Coast associa- J. 


Newark 


BOUGHNER & CO. 
INSURANCE AGENCY 


Brokerage Business Solicited 


Northern Electric Company Limited, 
Montreal, Canada. 
General Fire Appliances Co., Lt 
Johannesburg, South Africa 


Rosario de Santa Fe. Argentine Republic 











95 William Street 
New York City 








tions in regard to affiliation with the 





National Association. 

Among the speakers who have ac- 
cepted invitations to address the Na- 
tional Convention at Indianapolis are: 
John T. Stone, president of the Mary- 
land Casualty; Ins. Commissioner John 
T. Winship of Lansing, Mich.; Charles 
H. Sheldon, Western manager of the 


Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 





American of Newark; Lurton H. 





Stubbs of Chicago, former vice-presi- 
dent of the National Association; F. V. 
Bruns, vice-president of the New York 
State Association and former president 
of the Syracuse Chamber of Commerce; 
George W. Webb, manager at Chicago 
of the Western Department of the Lon- 
don Guarantee & Accident. 


Organized 1817 
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Office: Company’s Building, 407-409 Walnut St. 
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CONDERM ‘ 
GARRIGUES. B. ONDE AM. Vice-President 
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These are the dog days 
Making for collections and _ the 
Summer companies usually have to 
Collections follow the agents’ ac- 
counts more closely than 
at any other time. Vacations disturb 
the smooth running of the best regu- 
lated offices and the local man who 
handles his own business very largely 
is apt to pass up collections during the 
summer in cases that he wouldn’t think 
of letting run at any other time. 





THE YORKSHIRE 


The “YORKSHIRE” is the Oldest ey Strongest of ot Sat Fire Companies not here- 
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First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 
STATEMENT OF CONDITION DECEMBER 3lst, 1914 


. ASSETS LIABILITIES 
Sree Gieate CERES cv cidcdvésduicvvcessad $8 254,500.00 Outstanding Fire Losses ‘ ‘8 39,278.41 
INE EE os nk caters wnddue deena 235,600.00 | Unearned Premium Reserve 244,603.01 
| * 
ManGe: (Market Valse). 6. ccssvcsccvevcicos 972,966.29 | an ode tae ae wee, tr 
Cash in Banks and Office ..................- 38,387.53 Capital Steck Fully Paid ‘ : 
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Interest and Rents Due and Accrued........ 27,215.03 | Surplam ..... 6. see sere cree eeeeees 
ee PTT oe eee 4,692.31 Surplus to Policyholders ................... $1,303,043.32 
WE concdh nes athena aaa oon $1,614,627.81 | DUNE crab cach atatedsceksenuveenuni $1,614,627.41 







JOHN E. SMITH, Managing Underwriter 
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FRANK ECKEL BECKER, 153 Remsen St. 
Brooklyn, N. Y.. 
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Casualty and Surety News 


VAST LIABILITY POSSIBLE 


RESULT OF “EASTLAND” DISASTER 








Steamer Insured in English Mutual 
“Clubs”—Claims of Millions Esti- 
mated—Company Losses 





The liability of the owners of the 
“Bastland” and the company charter- 
ing the steamer for the trip at the 
start of which she met with disaster, 
may be liable for an enormous sum 
as a result of the loss of probably 1,- 
500 lives. As there has been frequent 
charges of negligence and violation of 
the law in connection with the trip the 
steamer was about to make, the amount 
of claims would probably far exceed 
those resulting from the “Titanic” dis- 
aster. Some have expressed the opin- 
jon that if negligence is proved, ver- 
dicts totaling five or ten millions might 
be secured. 

It is understood that the “Eastland” 
was insured against liability claims 
through the English “clubs” or associa- 
tions of shipowners for mutual insur- 
ance. The amount of indemnity is not 
limited and the various shipowners’ 
“clubs” divide the risk among them- 
selves. 

The information available at the 
present time is too scant for the acci- 
dent companies to decide what claims 
will result from the disaster from in- 
dividual policyholders. None of the of- 
ficers or department heads was lost so 
far as is known. 





OPENS KANSAS CITY BRANCH 





Fidelity & Deposit Makes Van Buren 
Resident Vice-President in Charge 
of Important Territory 





The Fidelity and Deposit Company 
of Maryland has established a branch 
office for its casualty and surety lines 
in Kansas City, Missouri, the office to 
control Western Missouri and the State 
of Kansas, and has appointed James 
Van Buren as resident vice-president 
in charge of the office. 


Mr. Van Buren was formerly resident 
vice-president and manager of the Kan- 
sas City office of the Equitable Surety 
Co., and ig one of the most prominent 
and best known surety and casualty 
agents in the Middle West. In addi- 
tion to his branch office duties Mr. Van 
Buren will do general development 
work in the States of Nebraska, lowa, 
Kansas, Western Missouri, Oklahoma 
and Arkansas for said company. 

James G. Guinotte, the former resi- 
dent assistant secretary of the Kansas 
City office of the Equitable Surety Co., 
will be associated with Mr. Van Buren 
in the branch office. 





CASUALTY CO”S NEW FORM 





Improved Disability Policy Aims to 
Meet All Competition—Life 
Indemnity Feature 





The Casualty Co. of America is now 
issuing its new improved life payment 
disability policy which has been in 
preparation and it is planned to. meet 
the competition of any $60 disability 
policy. For an additional premium of 
$5 for each $25 weekly indemnity, the 
company will attach an endorsement 
extending the health indemnity for life. 

For an annual premium of $60 in the 
select class the policy pays weekly in- 
demnity of $25 for total disability; $7,- 
500 for loss of life, or loss of two 
members and these sums are doubled 
when resulting from travel or elevator 
accidents, etc. The sickness benefits 
do not require house confinement and 
cover every sickness. 





The Fidelity & Casualty has 6,000 
agents. 


WALTER S. JOHNSTON DEAD 





Former President of American Surety 
Co. Had Long and Distinguished 
Career 





Walter S. Johnston, former president 
of the American Surety Company, died 
yesterday in Garden City, L. L, after a 
long illness. 

Mr. Johnston was born in Philadel- 
phia on January 13, 1843. After his 
graduation from Girard College he en- 
listed in a Pennsylvania regiment and 
served until the close of the civil war, 
when he held the rank of Captain. He 
was appointed to a place in the Treas- 
ury Department on the recommendation 
of Gen. Grant and while at work there 
he studied law. He began the practice 
of.law in Missouri. While he was re- 
ceiver of the National Bank of the State 
of Missouri in St. Louis he made possi- 
ble the completion of the Eads bridge 
over the Mississippi River. On the re- 
commendation of the Comptroller of the 
Currency he was asked to come to New 
York as receiver of the Marine National 
Bank. In the criminal proceedings that 
followed the Grant-Ward failure, which 
had precipitated the Marine Bank fail- 
ure, Mr. Johnston’s testimony did much 
toward absolving Gen Grant from the 
charge of complicity in any fraud that 
might have been perpetrated. 

Mr. Johnston was a director of the 
Guaranty Trust Company, a member of 
the Loyal Legion and the Union, Met- 
ropolitan and New York Yacht clubs. 





NEW ELEVATOR COVERAGE 





Aetna Issues Contract Combining Ele- 
vator and Property Damage— 
Liability Limit $5,000 
The Aetna Accident and Liability 
Company is now writing a policy cov- 
ering elevator property damage. The 
new contract covers against direct loss 
or damage to any of the’ elevators of 
the assured, due to loss of control of 
car or any accident that may result 
from the car being struck or its strik- 
ing some object. The policies pro- 
vided a liability of $5,000 for any one 
accident, this applying to each eleva- 
tor. The rates for this type of insur- 
ance vary according to the elevator. 





F. & C. MAN WOUNDED 





Donald M. Grant, of Montreal, Hurt in 
. Trenches—Detroit Agent in 
the City 





Information was received at the 
home office of the Fidelity & Casualty 
on Tuesday that Donald W. Grant, 
cashier of the Montreal branch office 
of the Company, had been wounded in 
the trenches in northern France and is 
now in a hospital in England with a 
bullet in his leg. 

Sidney Reinhart, agent of the F. & 
C. at Dallas, Texas, has been automo- 
biling with his family through the New 
England States and is now visiting the 
home office. 

H. V. Upington, resident manager of 
the F. & C., at Detroit, visited the home 
office last week and left Monday to 
spend his vacation at Atlantic City. 

A. D. Kelley, of the F. & C. agency 
department, is spending his vacation 
at the Thousand Islands. 





GET F. & D. FOR LOUISIANA 

Burke & Russell, of New Orleans, 
have been appointed general agents of 
the Fidelity & Deposit for its casualty 
lines for the State of Louisiana. They 
have retained the services of A. L. 
Dauer, formerly salaried manager for 
the casualty lines of the Fidelity & 
Deposit at that point. 

Burke & Russell represent the Home 
of New York and are among the larg- 
est fire producers in the State. 





DUTY 








It is the duty of an insurance agent to sell a contract 
that really protects—liberal in coverage, 
technicalities, with a company behind the 
that can weather any storm. 


We are qualified in every way to help you perform this duty. 





Fidelity and Deposit Company 
OF MARYLAND 
EDWIN WARFIELD, President 


void of 
contract 








UNIQUE COMBINATION POLICY 





New Joint Contract of New England 
Equitable and State of Pennsylvania 
Has Many Desirable Features 





A unique combination auto policy is 
being issued by the New England Equi- 
table Insurance Company, of Boston, 
and the Insurance Company of the 
State of Pennsylvania. The policy cov- 
ers all hazards of operation and owner- 
ship of an automobile. 

A novel feature of the new policy 
contract is the fact that it can be 
folded by the agent so as to present 
the name of the company he represents 
on the top. There are two pages to 
the combined contract, one the fire and 
theft coverage and the other the lia- 
bility. The pages are perforated so 
that when either coverage is canceled 
the form not desired may be returned 
to the company. 

Under the new contract the automo- 
bile owner can obtain every form of 
motor car insurance, including public 
liability, property damage, collision, 
theft and fire or any combination of 
the above mentioned he may desire. 





TO MANAGE BURGLARY DEP’T 





General Accident Appoints Arthur J. 
Hess to Succeed Russell A. Bliss 
as Manager 





Arthur J. Hess has been appointed 
manager of the burglary department of 
the metropolitan office of the General 
Accident, effective August 1. Mr. Hess 
has been connected with the burglary 
department of the National Surety for 
the past six years, of late as special 
agent, and will succeed Russell A. 
Bliss, resigned, as manager of the met- 
ropolitan burglary department of the 
General. 


KANSAS CITY APPOINTMENT 

The Prudential Casualty Company 
has given C. B. Knox, of Kansas City, 
an exclusive general agency there for 
the Commercial Accident and Health 
Department. Mr. Knox has been con- 
nected with the company for the past 
three months. He was formerly with 
the Pacific Mutual Life, representing 
the accident department of that Com- 
pany at Kansas City. 

This appointment in no way affects 
the general agency of Baird & Ruselton, 
who will continue in this capacity for 
al] casualty lines written by the Pru- 
dential except accident and health, nor 
does it affect in any way the South- 
western Industrial Accident and Health 
Department, which has been estab- 
lished for some time and which is in 
charge of J. C. McCormick, resident 
manager. 


COMPENSATION WAR IN OHIO 





Liability Insurance Companies Ask for 
Licenses to Operate in State—Com. 
Taggart Grants Hearing 





Whether liability insurance companies 
have the right to write workmen’s com- 
pensation insurance under the Ohio 
laws will now be decided by Insurance 
Commissioner Taggart, following the 
application of some of the large compa- 
nies for permission to write “employ- 
ers’ liability.” 

This action of the insurance compa- 


nies is another step in their fight 
against recent rules, promulgated by 
the State Industrial Commission. It has 


developed that liability companies have 
been expressly forbidden to write “em- 
ployers’ liability insurance” under the 
licenses granted them by the insurance 
department since the workmen's com- 
pensation law became effective. Their 
licenses stipulated that they may write 
certain forms of insurance “except em- 
ployers’ liability insurance.” The con- 
tention of the Commission is that no 
company has the right to write a work- 
men’s compensation insurance business 
Commissioner Taggart has consented to 
give the matter a hearing. 

The Aetna Life, Travelers and Lonidon 
Guaranty and Accident companies 
have filed applications. 


UPHOLDS COMPENSATION 


ACT 





Court of Appeals Rejects Exemption 
Plea of Interstate Corporations 
Upholds Right of Workers 





The Court of Appeals of the State of 
New York has handed down three opin- 
ions upholding the constitutionality of 
the Workmen’s Compensation Act with 
reference to interstate commerce. The 
opinion holds that the employes of all 
interstate railroads operating in the 
State come under the provisions of the 
act. 

The ruling of the highest tribunal 
will affect chiefly interstate railroads 
who have since the law went into ef. 
fect, more than a year ago, declined to 
take out insurance or admit that the 
law affected them. 
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RECENT INTERESTING CLAIMS 


IN HERNIA CASE 





CLAIM FRAUD 


Adjustments by Accident and Health 
Companies Made During Past Few 
Weeks 





J. F. Keating, a pipe fitter of An- 
sonia, Conn., was carrying a heavy pipe 
when he stumbled and fell, the pipe 
striking him on the back of the head 
and fracturing his skull, from which 
he died on July 13. The Casualty Com- 
pany of America paid his beneficiary 
$300 on July 26 in settlement of their 
policy. 

I. Masher, a Brooklyn butcher, badly 
lacerated his finger on July 1 while 
cutting a piece of meat. Blood poison- 
ing set in and he was disabled twenty- 
eight days for which the National Casu- 
alty Company paid him $32.66 on 
July 18. 

Ralph I. Bond, an insurance clerk, 
was drowned while bathing in the Hud- 
on River on June 18. The Continental 
Casualty paid $2,000 to his beneficiary 
on July 19 on his policy which had only 
Leen in force for three months. 

Claim Fraud in Hernia Case 

A young man twenty-three years old 
came into the office of the Great East- 
ern Casualty last week and made claim 
against the company to collect for a 
disability from hernia which he alleged 
had but recently developed. The com- 
pany, with good reason, advanced the 
theory that the hernia was of long 
duration and, therefore, not covered 
by the policy. The policyholder and 
his employer, whom he had brought 
with him, were both highly indignant 
and left the office threatening to sue 
the company. The Great Eastern im- 
mediately sent a man to the factory 
where the insured was employed to 
investigate. He found, it is claimed, on 
questioning the fellow-workers of the 
insured that he had always been trou- 
bled with hernia but that a recent 
strain had necessitated an operation 
and it was said that he had taken out 
the policy and made false statements 
with the express purpose of covering 
the expenses of the operation at the 
expense of the insurance company. 

J. S. Wilson, claim manager of the 
Great Eastern, said to The Eastern Un- 
derwriter on Tuesday that similar 
claims for hernia were being constantly 
received by the company, particularly 
on the new policy forms which give 
full indemnity for that disease. He 
also stated that he had received let- 
ters from other casualty companies 
that they too had received many fraudu- 
lent claims for hernia, one claim man- 
ager expressing the opinion that, in 
view of the fact that it was next to im- 
possible to prove that a case of hernia 
was not new, it would seem that the 
most advisable thing for the compan- 
ies to do would be to. exclude it from 
their policies. 





FAIL TO ELECT MANAGER 

The companies of Massachusetts 
failed to arrive at a unanimous vote, 
at the meeting in Boston, Monday, for 
the election of a manager for the Mas- 
sachusetts Workmen’s Compensation 
Rating and Inspection Bureau. The 
three candidates for the position are: 
Deputy Insurance Commissioner L. J. 
Hodgkins, Samuel Davis, of the present 
organization maintained by the com- 
panies, and W. N. Magoun, who has 
been in charge of compensation mat- 
ters of the department under Commis- 
sioner Hardison. The companies will 
meet again to-day to take up the ques- 
tion and the manager will probably be 
elected. 





INSURE AGAINST BOMBS 

Insurance against damage to prop- 
erty in Germany by air craft is one 
of the latest developments of the Euro- 
pean War. The American Consul-Gen- 
eral at Dresden, Saxony, reporting to 
the Department of Commerce, said that 
a demand for insurance against bombs 
had been, created by aeroplane attacks 
upon German cities near the battle 
lines. 


TRIAL OF S. W. MOUZON BEGUN 





Industrial Accident and Fire Insurance 
‘Agent Held for Misappropriating 
Premiums 





The trial of Samuel W. Mouzon, ac- 
cused by a number of companies of 
misappropriating premiums, was start- 
ed this week in the Special Sessions 
Court of New York City, in session in 
Bronx County. Richard Huggs, a pol- 
icyholder of the National Casualty, is 
the complainant. 

Mouzon was discharged, it is said, as 
an agent of the National Casualty on 
September 1, 1914, for having collected 
the premiums on the policy of Richard 
Huggs, whose address he alone knew. 
Huggs was taken sick and after Mou- 
zon had told him that the company 
would not pay the claim, he referred 
it to the New York office of the com- 
pany. Through the co-operation of H. 
De W. Bodmer of the Complaint Bureau 
of the New York Insurance Depart- 
ment, a warrant for the arrest of Mou- 
zon was issued. The warrant could 
not be served because of the fact that 
Mouzon had his mail forwarded from 
one address to another until it finally 
entered the hands of a relative, so his 
whereabouts were unknown. Matters 
ran along for several months until he 
was finally located by James R. Gar- 
rett, manager of the eastern depart- 
ment of the National Casualty, and his 
arrest accomplished after a hand-to- 
hand struggle on July 17. 

Several fire and casualty companies 
had secured warrants against Mouzon 
which were never served because of 
the difficulty in locating him, and it is 
the intention of each of these compan- 
ies to secure a conviction if possible. 





MASTER AND SERVANT 


Defendant Furnished Safe Place To 
Work—Non-Liability When Place 
Became Unsafe 





In the case of Joseph Maguire versus 
the Adams Express Company the Ap- 
pellate Division of the Supreme Court, 
New York, has made the following de- 
cision: 

1. The plaintiff, an employe of the 
defendant, was injured by the fall of 
an iron casting which had been lean- 
ing against a large iron pillar upon the 
defendant’s freight platform. It was 
claimed that the accident resulted from 
the vibration of the platform due to 
the backing of a wagon against it. The 
evidence did not show who had placed 
the casting upon the platform nor that 
the platform had ever vibrated before. 
Held that the defendant was not guilty 
of negligence because the platform had 
never vibrated before, and in view of 
its substantial character was not likely 
to vibrate, and the casting was not so 
placed as to create an obvious danger 
of which the defendant was chargeable 
with knowledge. 

2. The platform was always covered 
with thousands of pieces of freight 
which were being constantly shifted 
about, and plaintiff contended that this 
condition created a permanent danger 
and an unsafe place to work. Held 
that as the defendant had originally 
furnished a safe place to work, it was 
not liable, although the place became 
temporarily unsafe in the progress of 
the work by the act of a co-servant or 
a stranger. 

3. A witness called on behalf of the 
plaintiff testified that prior to the acci- 
dent he told the defendant’s foreman 
that the casting stood in a dangerous 
position. Held that as the foreman 
did not so regard it, but considered it 
safe, this constituted only an error of 
judgment on his part, for which the de- 
fendant was not to be liable. 





INCREASE MADE OVER LAST YEAR 

J. L. Mautner, manager of the met- 
ropolitan department of the General 
Accident, said to The Eastern Under- 
writer this week that the first six 
months’ business of the General in 1915 
is in excess of that written by the 
Company during the same period of 
last year. 
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MUTUAL END OF CONFERENCE 





A. & H. Men To Meet at LaSalle Hotel, 
Chicago, Day Later Than Orig- 
inally Planned 





In view of the large number of im- 
portant matters to be considered by 
the members of the mutual section of 
the Health and Accident Underwriters’ 
Conference, it has been decided to call 
a meeting of the mutual section at the 
Hotel LaSalle, Chicago, August 17, and 
change the dates for the regular meet- 
ing of The Health and Accident Under- 
writers’ Conference to August 18, 19 
and 20 (instead of August 17, 18 and 
19 as previously announced). 

This plan will enable the represen- 
tatives of mutual companies to attend 
both the meetings of the mutual sec- 
tion and those of the regular session 
of The Health and Accident Underwrit- 
ers’ Conference. Arrangements are 
practically completed for a most ex- 
cellent program for both of these meet- 
ings and there is every indication they 
are going to have a record-breaking at- 
tendance. 


COMPENSATION RULING 

Vincenza C. Catardi, for compensa- 
tion for the death of Angelo Catardi, 
employe; Bridgeport Contracting Co., 
employer; Royal Indemnity, insurance 
carrier. 

On Nov. 12, 1914, Angelo Catardi was 
engaged in some construction work at 
Dover Plains. He was a laborer. While 
getting away from the zone of danger 
preceding a blast, he tripped over some 
stones and injured himself internally. 
He died two days later from the in- 
juries. His average weekly wage was 
$10.10. He left a widow, Vincenza, 
58 years old. The Commission ruled 
that the man was hurt in the course 
of his employment and not through 
any intent to injure himself or others. 
Compensation was awarded at the rate 
of $3.03 weekly to the widow during 
her widowhood, with two years’ com- 
pensation in one sum upon re-marriage. 
One hundred dollars was awarded for 
funeral expenses. 

George H. Welch, of Rochester, N. 
Y., has gone with the Central Compen- 
sation & Casualty Co., that city. 
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GENERAL’S “OLD HOME MONTH” 


iN CELEBRATION OF REMOVAL 








Return of United States Head Office to 
Philadelphia Approved by Com- 
pany’s Agents 

The July issue of the General Acci- 
dent's Monthly Review, published this 
week, announces that the return of the 
United States head office to Philadel- 
phia will be celebrated by the agents 
by designating August as “Old Home 


Month’—a special occasion for them to 
show their loyalty to and approbation 
of the company by an increased pro- 
duction. The General also sent out 
with the Review a photograph suitable 
for framing of the company’s building 


in Philadelphia, repreduced -herewith, 
in which the industrial department is 
already installed and to which the de- 
partments yet remaining in New York 
City will have been moved by October 
1. The Review goes on to say: 

“The three months’ contest of the 
industrial department extending over 





June; July and August; is proceeding 
very satisfactorily to the company. 

was a good month in point of business 
but June, the first month of the con- 
test, exceeded May by 800 applications. 
July opened auspiciously and right in 
the middle of the month, the removal 
of the home office to Philadelphia was 
effected. The removal has seemingly 
had no detrimental effect on business. 

“In the insurance business, a month 
is the unit of measurement, policy con- 
tracts covering from month to month, 
and in view of the happenings of the 
last few days, incident to the moving 
of the home office to Philadelphia, Au- 
gust will be ‘Old Home Month,’ for 
with the close of July, the industrial 
department will have adjusted itself 
to its place prepared to go ahead as 
though moving from one city to an- 
other was an ordinary occurrance. 

“It is fitting that the first whole 
month following the return to the old 
home should be signalized by extra ef- 
forts on the part of the field men and 
every agent of the industrial depart- 
ment securing fifteen or more applica- 
tions during August will be fittingly 
rewarded.” 
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GENERAL ACCIDENT BUILDING, 
PHILADELPHIA, PA. 
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GOES WITH JACKSON & POTTER 
Elmer Seeley, former agent and bro- 
ker in Newark, has connected with 
Jackson & Potter, Inc., general agents 
of the Preferred Accident, as special 
Tepresentative. He will specialize on 
automobile and liability lines. 


ROLAND HILLAS RESIGNS 
Roland Hillas, superintendent of the 
rating department of the Compensation 
Inspection and Rating Bureau has re- 
signed his position, to take effect Au- 
gust 15. Charles F. Dye has been ap- 
pointed to fill the place. 
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SHOW CASE RISKS HAZARDOUS number of inquiries from agents asking 

- why we object so strenuously to ac- 

Why Experience on This Class is Apt cepting show case business when we 

to be Unfavorable for do not carry the exterior store front 

Companies insurance at the same premises. We 

have replied that experience reveals 

Some interesting facts concerning the show case to be a losing proposi- 

experience on show case risks were tion as a general thing.” 

discussed by Carroll Tubman of the _ 

Maryland Casualty, who says: The Midland Casualty Company has 

“The show case presents a hazard appointed Charles D. Brooks general 


very different from the ordinary plate 
glass frontage because of the fact that 
more expert workmanship is required 
in handling it. 

“Every show case plate that has to 
be reset calls for special methods of 
preparation. In all show cases the 
glass has to be cut to a finer degree 


of measurement and then set in a 
slight framework. When we reach 
fancy show cases, of endless variety, 


we encounter increased charges for 
grinding and polishing edges, drilling 
holes in the glass, furnishing clamp 
devices, etcetera. 

“For these reasons the manual 
shows an advance of fifty per cent. for 
all plain show cases. All show cases 
set in any fashion other than in wood- 
en frames are classed as clamped 
(glued, cemented, etcetera) and carry 
four times the manual figures. 

“But these figures have only to do 
with the physical aspect of the show 
case question. We have received any 


agent for the franchise department in 
Colorado, New Mexico and Wyoming. 





The Travelers Insurance Company, 
Hartford, Connecticut, announces that 
G. M. Mayer, supervising special agent, 
has been appointed manager of the 
compensation and liability department 
of the Omaha branch office. 





COMPENSATION RULING 

Mrs. Adiana Marinara application for 
compensation for herself for the death 
of Valentino Marinara, employe; Gui 
seppe Arnone, employer, London Guar- 
antee & Accident Co., Ltd., insurance 
carrier. 

Valentino Marinara was employed as 
a mason, On March 15, 1915, by Kui 
seppe Arnone, a contractor. He was en- 
gaged in stretching a line from one cor- 
ner of the building to the corner of the 
plot. A bank of earth caved in and 
with it fell a stump of a tree which hit 
hum in the head, causing a fracture of 
the skull. He died four days later. 
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Records show that the cost of upkeep 
including ribbons, has been 1.443; per 
year per machine. 


No other typewriter can show such indis- 
putable proofs of its efficiency. 


Let us tell you further interesting things 
about “All That’s Best in a Writing Machine” 
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